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AIR-LITE 


OWENS-CORNING 


FIBERGLAS 





Easiest to frame 








6 algal 
















YOUR COMPLET 


Longest? lasting 
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SCREENING 





NRHA APPROVED DISPLAY 






Sell A1r-LITE Fiberglas*—wmost profitable screening 
you can handle—off this new, N.R.H.A. approved Display Rack. 











This traffic-stopper uses less than 4 feet of floor space : 
to store, display and dispense the 6 most wanted 

Screening widths. Gets your sales story across even 
when you're busy elsewhere in the store. 





Put the Ai-Lirte Fiberglas Rack 
to work for you. Order 6 rolls 
of Screening now and the 
Rack is yours for less than 

12 our cost. Shipment is 
prepaid. AND THAT’S 

NOT ALL. You also get a 

50 ft. Bonus roll of Arr-LITE 
Fiberglas in popular 26” width 
—retail value about $16. 

A tremendous national 
advertising campaign in 
magazines and on TV will 
keep your stocks turning over 
fast. See your wholesaler or 
clip the coupon for more 
information. Today, please. 


51 Camden Str° 
air-LiTE Chair 










Webbing 





* @ 
of Air-LITE Fibergias 
s 


ening- 
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BERGLAS Scre 
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Gentlemen on AIR-LITE 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + DECEMBER 5, 1957 


“What! Order power mowers now?” 


So it’s been a bleak autumn, a high-priced 
holiday season. And you’re sitting there 
loaded with new Christmas inventory, 
waiting. 


Your pockets may not be empty, but 
neither are they bulging comfortably. A 
lot of money went for this Christmas stuff. 
And now these salesmen come along — 
probably at the worst possible time — and 
start talking about spring stock! 


Honest, mister, we’re not trying to make 
matters worse. We’re actually trying to 
make things easier. You know very well 
that right now, when money’s low, is the 
best time for you to order spring stock. 


And that’s why early-order discounts 
and late-payment plans were born. 


Practically every manufacturer of sea- 
sonal durable goods, in conjunction with 
his distributor, offers you a special discount 
for ordering before rush season. Garden 
supplies, power mowers, and many other 
big-ticket summer items are sold to dis- 


tributors before New Year’s, at sizable 
extra discounts for early orders. And most 
intelligent distributors pass this manufac- 
turer’s discount on to their dealers, arrang- 
ing for delivery and payment in the spring 
when the retailers’ money starts to show 
up. 


With this arrangement, everybody bene- 
fits. The manufacturer and the distributor 
write most of their year’s business before 
the selling season begins. The dealer makes 
more on each sale by pocketing a healthy 
extra discount. And no money has to go on 
the line until springtime, after we've all 
recuperated from these winter blues. 


How can you miss? You order early... 


you pay later ...and you save money to 
boot. 


Naturally, LAWN-BOY grants this early- 
order discount to every one of its distribu- 
tors. I can’t imagine any sensible retailer 
not cashing in on the same plan. It’s money 
in the pocket. Talk to your LAWN-BOY dis- 
tributor now. 


ic. 


ls RO. Pe 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWNOBOY 
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MAKE MORE SALES 
“ UNIVERSAL | 


The Complete Line of Electric Irons 





UNIVERSAL gives you five top quality irons to make 
easy sales to any customer. Steam or dry, lightweight 
or standard, there’s a Universal iron to suit. And here’s 
your chance to make TWO sales . . . sell ‘em the 
large iron for regular home ironing and a 

travel iron for “freshen up” ironing at home 
or away. You can double your sales! 














Becta eam 
PS i as 
Ti Tae 
—_ 
Ses 


Lightveight STEAM ’N DRY IRON 


— UNIVERSAL 
More selling features than any other iron — | 


® CLICK IT’S STEAM — CLICK IT’S DRY STEAM 
® SWITCH-OVER CORD . TRAVEL IRON 







e USES TAP WATER $ 95 The Only Self-contained Steam Travel Iron 
© BIGGER STEAM AREA now only e FOLDS FOR EASY PACKING e USFS TAP WATER 





® WRINKLEPROOF HEEL e STEAMS FOR 30 MINUTES* e WEIGHS 28 OUNCES 
@ ACCURATE FABRIC DIAL . 









LEADER 
IRONS 
Standard 4 Ib. or 
Lightweight Models 
e AUTOMATIC HEAT CONTROL 
$995 @ LARGE SOLEPLATE 


- UNIVERSAL DRY TRAVEL IRON 2% or 4 ib. model — e@ ALL "ROUND BEVEL 


The Small fron for Home or Travel 


e FOLDING HANDLE 
e HEAT INDICATOR DIAL 
e BIG SOLEPLATE . 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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This year from Green Spot... 


THE BIGGEST SELLING CAMPAIGN 
IN LAWN SPRINKLER HISTORY! 


National Advertising 

There’s never been a sprinkler 
campaign so big, so different, so 
great. And it’s all designed to pre- 
sell the Green Spot line for you! 


In-Store Aids 

Almost 70% of hardware sales 
are made on impulse. Green Spot 
units like this Counter Rack will 
help you get your share! 


Window & Counter Cards 

This colorful window card by 
Green Spot will stop passers-by, 
while the eye-catching counter 
card will do a selling job inside! 


® 


GET FULL DETAILS FROM 
YOUR WHOLESALER OR 
SCOVILL SALESMAN. 


Sales increases of up to 300% 
were reported by dealers last 
year. You can do the same—or 
better in 58! Stock up... pro- 
mote ... sell. Cash in now on 


the big swing to GREEN SPOT. 


by SCOVILL 


MANUFACTURING COMPANY, WATERBURY, CONN, 


Gree 


SCOVILL 
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Editorial 


by W. A. Phair 


A tough decision . . . 


If each of us had his own way, I suspect we would prefer to go 
along in the same fashion, year in and year out, without change. 


Change, to most of us, is disagreeable. It presents us with new 
and annoying problems. But perhaps the most disagreeable aspect 
of change is that it often requires us to make unpleasant decisions. 
This we don’t like. 


If we were all left to our own devices, I suppose we’d still be living 
in caves and hunting with stone axes. But fortunately competition 
inspires us all to greater effort, and in this effort we all gain. 


Despite atomic bombs, Sputniks and discount houses, I know I 
prefer to live under today’s conditions, rather than those of 5000 
years ago. But there are always two sides to a coin and there are two 
sides to progress. 


On one side we find the benefits, the advantages we gain from 
progress. On the other side we find the problems that we face in 
adjusting ourselves to change. It is this back side of the coin that 
poses special problems for the hardware trade. 


Basic in this problem of adjusting to new conditions is the necessity 
of making disagreeable decisions. And many hardware people do not 
like to make disagreeable decisions. They keep putting them off, until 
finally it’s too late to do any good. 


This characteristic of postponing unpleasant decisions exists at all 
levels of the hardware trade. The dealer has had to make the dis- 
agreeable decision that mail order chains and discount houses, in one 
form or another, are here to stay. 


Judging from our mail and our visits with many dealers, most 
store owners have made this decision and have adjusted their activi- 
ties to the new conditions. Of course they don’t like this competition, 
but they are facing facts. 


Most dealers seem to have been reasonably successful in adjusting 
themselves to these new conditions. Exploiting their own strengths 
and advantages has helped them meet these challenges as they have 
met others. But it has not been an easy adjustment. 


The problem of trading stamps has been another situation that has 
required some very realistic thinking and many unpleasant decisions. 
If you have been reading the letters on this question that we have 
been publishing (for example, see HA, p. 64, Nov. 21 issue) you know 
how dealers have reacted to this problem. 





















Editorial 


But dealers are not alone in this need for making disagreeable decisions. 
Manufacturers face this task, too. Unfortunately, too many manufacturers 
are endeavoring to avoid making a decision. They are trying to be all things 
to all people. The consequence of this fence straddling is that many have 
lost all the good will they once enjoyed. 


It’s dealer acceptance that counts. . . 


No one can tell a manufacturer to whom he may sell his goods. But it 
is also true that no law requires that a wholesaler or retailer must handle 
a specific brand. 


I have sensed a growing feeling in the wholesale trade especially, that 
it is time for some manufacturers to make a firm decision on how they 
intend to distribute their goods . . . to set up a firm and specific sales policy. 
In short, the era of “sell everybody everything” is slowly drawing to a close. 


The development of a line or a product follows a rather well defined 
cycle. We have witnessed this many times. First, a new product is intro- 
duced. It has merit. It attracts wholesalers who stock it and place it in 
tens of thousands of hardware stores across the country. It then becomes, 
by virtue of these outlets handling it, a national brand. 


Then the manufacturer begins to get hungry. He forgets the source of 
his success and starts opening up fringe outlets where price cutting is the 
rule rather than the exception. He begins to feel that he is bigger than 
the trade. He convinces himself that he has “consumer acceptance” and 
that no store can afford not to carry his product. 


Well, the next phase of this cycle is close at hand. This is the time when 
wholesalers make the decision to drop these lines and to build up competi- 
tive lines, perhaps some newcomers. And just as the hardware wholesaler 
and retailer built up Brand A, so can they build up Brand B. 


Then Brand A will learn the hard way that they are attractive to dis- 
count houses and other fringe outlets only so long as the regular hardware 
channels also carry the line. Once the hardware trade drops the line, so 
will the fringe outlets because they will have lost their all important stand- 
ard of measurement. 


The fact that many manufacturers seem not to be able to understand is 
that often what they call “consumer acceptance” is really “dealer 
acceptance.” In nine out of ten cases in the hardware trade, it is the 
prestige and the integrity of the local dealer that causes a customer to buy 
a product. Not the brand name. 


Running a few small ads in a national consumer magazine does not 
create consumer acceptance. If you doubt this, try working in a hardware 
store for a few weeks. 


There are very few manufacturers who have the mcney or the time 
required to build true consumer acceptance of their products. They are 
dependent on wholesalers and retailers for their acceptance. 


When the time comes, and it will come soon, that wholesalers and dealers 
make the disagreeable decision to throw out these straddling lines, many 
manufacturers will regret their failure to make the necessary decisions 
today. 
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ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 
_ the way when the door is opened. Its installa- 
| & . tion is neater, less obtrusive — no brackets are 
required. And finally, it is completely depend- 
able. 

Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 








To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS Ag 


COMPLETELY UNIVERSAL! 4 aN 


— 





ILCO “UNIVERSAL” 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is. . . 
without any mechanical change. . . on right or 
left hand doors. No more “‘ wrong handed”’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- 
applied or abused), have a rugged, leak-proof 
construction, an extra powered helical coil 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 


( \Y 






WASHINGTON 
BY WASHINGTON 


The tax cut you expect for 1958 
is doomed by race for missiles 


Don’t expect a reduction in your federa] taxes in 
1958. 

The reason: The current speedup in defense spend- 
ing to offset Russian missile successes. 

There is only a slim chance that the federal budget 
will provide for a tax.cut for several years. 

The pressure now is for an increase of $2 billion 
in military spending next year. Deep cuts in other 
programs are to help pay for it. 

There’s a chance that by next spring, when Con- 
gress votes appropriations, the budget may again be 
in the red. So, there’s even a possibility that taxes 
will have to be increased. 

Congress may approve some plan to give a tax 
cut only to small firms. If so, Congress will have to 
make up any revenue losses with increases in other 
taxes. 


outlook 


In planning your store’s operations for 1958, figure 
that you'll continue to pay taxes at least at the same 
rate as now. If you believe a special tax cut for small 
firms is needed despite the defense spending increase, 
let your congressmen know now. 


Don't expect too much, too soon, 
from recent credit easing action 


Don’t expect quick results from recent government 
actions to loosen credit and make loans easier. 

The effect of the Federal Reserve Board’s reduction 
in the discount rate from 3% to 3 percent will be slow 
to develop. 

Over the next few months, these actions will spur 
new home construction, restore some life to appliance 
sales, and generally boost the economy. 

Your customers will find it easier to get credit. You 


10 
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should have less trouble getting loans for business 
purposes. 

But the Board’s actions contain a warning: There 
is danger that an economic sag may develop next year. 
The possibility of a downturn has replaced inflation 
as the chief economic worry. 


outlook 


If you offer credit, step up your promotion of this 
customer service. Remind customers that big-ticket 
items are now easier to finance. Look for a 6 percent 
increase in sales of builders’ hardware for new home 
building. 


Fertilizer volume is up sharply 
as plans are laid for 1958 sales 


If your sales of fertilizer, especially to home- 
owners, haven’t shown regular gains you’re running 
contrary to the national sales picture. 

Although prices of fertilizer have risen gently in 
recent years, sales have recorded phenomenal gains. 

The rise is tied to: More suburban home ownership, 
rising wages that expand lawn care budgets, the mass 
housing boom where increasing numbers of lawns and 
gardens contain fill dirt or otherwise sub-standard 
soil. 

It’s a profitable market. Latest government esti- 
mates show annual sale of ‘fertilizer to non-farm users 
accounts for 2.5 million tons, with a market value of 


better than $175 million. 


outlook 


Check your fertilizer sales right now. Are your sales 
gaining? Are you exploiting this rich market to the 
fullest? Plan now to step up your fertilizer promotion 
budget for next spring. 

(Continued on page 66) 
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No other jig saw has all these features... 
and is so low priced for volume sales 






10) 9) 5 Seales 


oe New — See-As-You-Saw 
Jig-Lite 


2) New—Left or Right 
Angle Adjustment to 45 


New — Eight Inch Rip and 
Circle Guide 


4) New — Auxiliary Guide 
aletaleii= 


New — Fast Cutting- 
* 2650 Strokes per Minute 


Outsell others 2 to 1 with the 


sensational all-new Shopmate Jig Saw 


Early sales tests show you can expect two to three 
times the volume with this new Shopmate quarter-horse 
husky. It cuts 2 x 4’s, makes 45° bevels on either side, cuts 
perfect circles and even makes its own starting hole. 
Auxiliary handle attaches to either side for added control. 

The new Shopmate cuts everything from metals to 
leathers. Comes with three special blades that give it the 
combined versatility of seven other saws: rip, band, 
coping, crosscut, scroll, keyhole and hacksaw. 


HERE’S PRE-SELLING SUPPORT! POPU 
Big space ads in potent consumer MECHANICS 
publications like the POST and POPULAR 
MECHANICS introduce this dynamic new jig 


saw for you. To help you more, you receive FREE 
ad mats, streamers and display material. 


Ata, | PORTABLE ELECTRIC TOOLS, INC. 
“<a” 320 West 83rd Street « Chicago 20, Illinois 
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EMULE appress 





EVEN THE RECOMMENDED PRICE 
LOOKS LIKE A SPECIAL! 


Because we build the entire 
saw, from die castings to 
motor, we can provide this 
fine power tool at the excit- 
ing, and profitable, low 


ne oe 4 eee ces 





mail to: GEORGE WEATHERBY, Scles Manager 
PORTABLE ELECTRIC TOOLS, INC. HA 12-5 
320 West 83rd Street, Chicago 20, illinois 


Please send complete information on the 
all-new Shopmate Jig Saw, including 
prices and promotion material. 


NAME __ 








FIRM NAME 
























money cost 
going down... 
































profits are 
Narrowing... 


more sales 
taxes loom 


perking up 
downtown ... 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


You and your customers should be able to borrow money more cheaply 
if you wait. The loan should be easier to get, too. Federal Reserve Banks 
have lowered their discount rate one-half percent. The discount rate is 
what they charge commercial] banks for money. That’s the money lent 
to you and your customers. The discount rate cut is the first after two 
years of increases. HA Recommendation: If you need a business loan, 





wait. It will take time before lower interest rates are passed on to you, 
but you will eventually save on interest charges. The Federal Reserve 
action also may spur increased credit sales. 


The nation’s businesses, from the very largest down to the smallest, are 
feeling the effects of a profit squeeze. Narrower profit margins seem to 
be pretty universal right now. Result: More and more business firms 
seek ways to cut costs, boost profits. Even giant corporations adopt the 
a-penny-saved-is-a-penny-earned philosophy. HA Recommendation: If you 
feel caught in the profit squeeze, follow the example of the big companies. 
Study your entire operation to see if there are ways you can cut your 
operating costs. You will be surprised at the ways you will find to cut 
costs. 





There’s a possible sales deterrent on the horizon for next year—higher 
taxes. Sputnik just about killed any chance for a federal tax cut in 1958 
and may even bring an increase. At the state and city level the outlook 
is still darker. Many ponder either adding sales taxes or increasing 
existing sales taxes. Higher budgets and lower revenues are the reason. 
HA Recommendation: Resign yourself to the federal tax situation. But 
watch newspapers to see what your city and state plan. If a sales tax 
is in the works, let your representatives know how it would affect your 
business. Such a tax plan can be defeated if there is enough opposition 
to it. 





Shopping center competition presses downtown merchants. In the past 
six years while national retail sales climbed 32 percent, downtown store 
sales gained only 1.4 percent, surveys show. However, downtown stores 
can make a comeback through store modernization, the same surveys show. 
HA Recommendation: If your sales are slipping, modernization may 
provide that needed shot-in-the-arm. You don’t have to do the entire job 
at once. Do one section at a time. Start with sections most visible to 
customers, like a store front. Higher sales should cover the cost of the 
modernization. 





... turn to p. 98 for more news on how’s the hardware business 
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Double your glue profits with these fast-selling glues 


plus the new Weldwood 
Counter Model Adhesive Center 


steps up turnover, cuts inventory, Saves 
shelf space. 

stocks the 4 glues that cover 95% of your 
market. 

$25.06 profit on a $39.88 investment (over 
38% profit). 

color-keved selector chart and clearly 
marked prices help your customers select 
the right glue. 

backed by national advertising to con- 
sumers and woodworking, construction, 
and boatbuilding trades. 


THIS SELF-MERCHANDISER FREE 


WITH YOUR INITIAL ORDER 


oN 


FOR ADHESIVES, WOOD 


W e i a W © Oo a PLYWOOD, HARDBOARD | 





Satiniac © — permanent, 
non-yellowing sealer and 
finish brings out the 
natural beauty of all 
woods. 


. 2 
e : ff 
: . 2 
;% . ‘ 
ae 


Min 


Firzite ® — resin-seaier, 
undercoater, and base 
for colors-in-oil. Pre- 
vents wild grain and 
face checking. 
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Flexible Wood-Trim © 
—<a variety of real wood 
veneers in handy rolls, 
for covering exposed 
wood edges. 


United States Plywood Corporation 
Dept. HA 12-5-57, 55 West 44th St., N. Y. 36, N. Y. 


Please rush me my Weldwood Adhesive Center 
(counter model) complete with adhesive assortment, 
at special price of $39.88. (Retail value—$64.94. ) 
Store Name 

My Name 

Streer mudress 


Jobber's Name 


_ 
ww 


See 
ae ee 
. mae me a 
ew wee ee 














HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Closet rod with nylon glides 


Homeowners and builders will: 


be interested in this convenient 
closet rod with nylon hanger glides. 
The extruded aluminum rod is ina 
three-quarter circle shape. Glides 
have an aluminum loop to hold 
clothes and travel on a nylon base 
that fits into the end of the rod. 
Rods are available in 9 sizes from 
36 to 96 in. long. Center support 
brackets come with sizes over 5 ft. 
Complete installation kits come in 
prices from $3.55 to $10.15. Also 





in bulk. 


Duncan Co. 
For more data circle No. 1 on postcard, p. 79 


available Macklanburg- 


Shop woodworking machine 


This Boose Powder Workshop 
features a direct drive jointer- 
shaper attachment, with a 2 x 24 
in. cutter, as original equipment. 
There is also an 8 in. direct drive, 
under table saw adjustable to 90 
degrees, which cuts to a depth 
of 2% in. Working table is 36 x 


14 





20 in. The *%4 hp motor is demount- 
able for use as a hand saw. The 
motor produces 4200 rpm at rated 


load. Reamstown Products Co. 
For more data circle No. 2 on postcard, p. 79 


Large area wave sprinkler 


This Sherman wave sprinkler for 
1958 features a new design and the 
Flik-Quik 3-way control. Sprays 
an area 45 x 55 ft. The pattern 
control permits selection of a spray 
center to right, center to left or 
full sweep right to left. Other fea- 








tures include a heavy-duty Sealed 
Power motor, built in filter, corro- 
sion proof parts, baked enamel 
housing and satin finish aluminum 
parts. Sells for $13.95. H. B. Sher- 
man Mfg. Co. 


For more data circle No. 3 on postcard, p. 79 


Polyethylene waste baskets 


Homemakers will be customers 
for these two polyethylene waste 
baskets. Milky-Way model has 7%- 
qt capacity and comes in turquoise, 
yellow, pink, and violet. Angel Fish 





is slightly larger 


(shown) 
and comes in turquoise, violet, lime, 
yellow, pink, and white. Milky-Way 
retails for $1.49; Angel Fish for 
$2.98. Federal Tool Corp. 


For more data circle No. 4 on postcard, p. 79 


model 


Gold enameled spinning box 


Fishing enthusiasts will be at- 
tracted by this colorful steel spin- 
ning box with leather grain, baked 
enamel gold finish. It’s scuff proof, 
too. There are two cantilever trays, 
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in hardware merchandise... 


Want more information on these 
products? Then use free post 


card on page 79. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








each with 15 bait compartments, 
reel well and a large partition in 
the bottom for line. The box is 
138% x 4% x 6% in. and weighs 
33, lb. Hardware is nickelplated. 
Falls City Div., Stratton & Ter- 
stegge Co. 


For more data circle No. 5 on postcard, p. 79 


Professional garden shear 


Professional and home gardeners 
will be customers for the Model 
DK-1000 professional garden shear. 
Unit is made of hot drop-forged 
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cutlery steel. Baked enamel finished 
handles are off-set and contoured 
for a comfortable grip. Shear is 
newest addition to Doo-Klip line. 
Lewis Engineering & Mfg. Co. 


For more data circle No. 6 on postcard, p. 79 


All steel claw hammer 


Rim tempering reduces _ face 
chipping to provide safety and a 
longer life for this claw hammer. 
Its chrome-plated handle is covered 
with a contoured and perforated 
neoprene grip for a non slip, shock 





claw 


curved 
in 16 and 20 oz 
models at $4.25 and $4.50. The 
ripping claw model is made in 16 
oz size only at $4.25. Stanley Tools 
Div., Stanley Works 


For more data circle No. 7 on postcard, p. 79 


reducing grip. A 
model comes 


Pivot shelf hardware 


Your customers can install their 
own round wood or corner shelves 
with this Turn-A-Shelf hardware. 

















The customer has only four parts 
to install. Shelf heights are ad- 
justable on the center post while 
the brackets can be turned either 
way. Wood or steel shelves can be 
used. Hardware prices: Pivot 
bearing, $2.25 per set of two; 
chromium-plated post, $2.50; shelf 
bracket, $1.40. Steel shelves are 
available in sizes from 18 to 28 
in. priced from $5.85 to $9.45 


each. Amerock Corp. 
For more data circle No. 8 on postcard, p. 79 


Venetian blind repair kits 


Economy minded homeowners 
will be interested in these two 
packaged venetian blind quick 


change sets. Ru-Son’s Plastic Re- 
Tape kit contains 4 yards of 2-tone 
woven plastic tape with nylon lad- 
ders. The tape won’t shrink, fade 
or stretch and cleans easily. Price 
$1.19. The Nylon Re-Cord kit con- 
tains 10 yards of size 4% nylon 
cord, two matching tassels and an 
equalizer. Price 69¢. Both kits 

(Continued on page 76) 





15 











TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 


Want more information on these 
sales aids? Then use free post 
card on page 79. 





Power mower, soil-tester deal 


As part of a double-barreled 
approach to lawn care, dealers are 


oil test- 
ing kit to give away with 1958 


Moto-Mowers. Kit provides quick, 
simple test of soil needs, and in- 
cludes laboratory test tubes, test 
chemicals and directions. Moto- 
Mower Div. 


For more data circle No. 9 on postcard, p. 79 


Valentine's Day promotion 


The big gun of this heart shaped 
baking pan promotion is a free 
floor display (shown) _ shipped 


with each order of 24 dozen 
Ekcoloy pans. The heart pans 
come in Ekcoloy tinware or Ekco- 
brite aluminumware. A zip pack 
carton of 2 dozen pans is avail- 
able for counter display. Both 
pans are available in twin polye- 
thylene packaging with Ekcoloy 
selling at 39¢ each and Ekcobrite 
selling for 65¢ each. Ekco 
Products Co. 


For more data circle No. 10 on postcard, p. 79 


2 displays for sprinklers 

You can display sprinklers in 
lir::ted counter space or on a roll- 
ing unit that can be wheeled to any 
part of your store. Counter unit 


(shown) holds three sprinklers and 
six sprinkler heads. Rolling unit 
holds 18 sprinklers and complete 
assortment of sprinkler needs. Unit 
takes up floor space 20 x 20 in. 
L. R. Nelson Mfg. Co. 


For more data circle No. 11 on postcard, p. 79 


Drill set counter display 


Electric drill owners will be at- 
tracted by this eye-catching coun- 
ter display for high speed drill 
sets. All sets contain drills to fit 


THT 


"en oer 
MEGS REY ageo.., 








: 


14 in. hand drills. The display holds 
three each of HS13 and HS45 sets 
packed in a plastic box with hinged 
lid. Holes have been punched in 
the display for use on perforated 
paneling. Standard Tool Co. 


For more data circle No. 12 on postcard, p. 79 


Rope caulk display cartons 


DAP Rope Caulk is being packed 
in handy self-service display car- 
tons that will attract customers. 
The bright red, black and white 
counter units are ideal for high 
traffic points. The 18-ft rolls are 
packed in individual boxes, eight 


(Continued on page 92) 
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Quick Delivery 
on 14 to 3hp 
CAPACITOR 
MOTORS 


GENERAL- 
PURPOSE 









Precision-built to out-perform other general-purpose. 
continuous-duty, capacitor-start motors. 375% start- 
ing torque. Ideal for power tools. pumps, blowers. 
farm use, etc. 1/4 to 3/4 HP sizes, 1725 RPM. 115/230 
V. 60 Cy., 50° C. rise, continuous-duty. Nema 56 
frame, dripproof design. Rubber or rigid mounted. 
All-position sleeve and ball bearings. Rotation easily 
reversed. Built of finest endurance materials. Per- 
formance fully guaranteed. 


Also: 
SPLIT-PHASE 
REP. INDUCTION 
THREE-PHASE 
UNIVERSAL 
yvweti- 7 GEAR MOTORS 

Qty, A —s conrron 


—Sell with New Equipment 
—Sell Big Replacement Market 
—Order from Dayton Distributor 
—Meet or Beat Price Competition 
—Work with Minimum Inventory 





HEAVY- 
DUTY 





You gain many plus advantages by using your nearby 
distrioutor for Dayton Motors. First, you can get them 
promptly when needed for sales or stock. Secondly, 
Dayton gives you the quality, performance and de- 
pendability that helps build your reputation, repeat 
motor business and profits. 


Dependable, heavy-duty power for air com- 
pressors, refrigeration, machine tools, con- 
veyors and other heavy-duty applicttions. 
Full 400% starting torque. Capacitor-start 
type. ea . HP, 1725 RPM. 115/208- 


Dayton Motors have been proven on more than a _ = 
million applications and rank high in brand name pees Hag utomatic over protection. 
preference. You can buy and sell them with utmost — — aa 
confidence. Best of all, Dayton gives you 1/100 to 60 HP 
motors in widely used types and ratings, from stock. 


If your Dayton Motor Distributor is not in contact 
with you, please let us know and we'll tell him to hustle a Hus! caoae 
over. We believe you will like doing business with him. Setiehine 





DAYTON ELECTRIC MFG. CO. 126 S. OAKLEY. BLVD. CHICAGO 12 


Sales Manager: 

Please let us know how 
we can qualify as a dis- Buyer 
tributor for Dayton Motors 
and other Dayton power Street 
products. 


Firm 























City 
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company 


Sound financially, Johnston has made 
quality mowers for over 25 years. 
Its efficient, well integrated new plant 
is outstanding in the industry. 


os a whew eneeeseoaanund 













Johnston’s streamlined 1958 mower line 
has only the best selling sizes in the 
best selling price ranges. By eliminating 
slow-moving inventory units, you 
earn maximum profits. 















new features 


New Air Dome Design, New Jet Flow 
Discharge, New 6 Blade Reels are 
the result of complete engineering and 
product testing that keeps Johnston 
far ahead of ordinary mowers. 




















service 


Johnston’s nation-wide mower service 
organization enables Johnston jobbers 
and dealers to concentrate on sales 
and profits, without the usual 
service headaches. 
















YOU AND 
JOHNSTON 
CAN BE A 


promotion with PROFIT PULL 








Johnston’s strong, consistent national adver- 
tising in important consumer publications 
makes Johnston a leading brand name. John- 
ston’s aggressive local promotion includes a 
strong cooperative program, point-of-sale dis- 
plays, sales literature and direct mail materials 
.-. all to increase your mower profits. 


JOHNSTON LAWN MOWER CORPORATION 


Brookhaven, Mississippi 
A subsidiary of Jacobsen Manufacturing Company 
Write today for free full color, 1958 brochure. 
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ROFIT PULL 


1958 Johnston reel mowers are made to exacting 
standards, built to smoothly cut the finest lawns 
for years and years. New 6 Blade reel with 20% 
additional cutting capacity is a powerful sales 


feature. 





18” J-Special—Smooth 
cutting, Reel type for 
budget buyers, recoil 
starter. 





18” and 21” Lawn 
Patrol — Features 
New 6 Blade reel for 
waveless cutting; dual 
clutch control for con- 
venient operation. 


Available are standard and trimmer 
models, deluxe and budget units. 


a rc 





PROFIT TEAM! 





9 





tary line with PROFIT PULL 


> 
$ 


\\ 


Every mower in the compact 1958 Johnston line 
has a sales purpose, will sell. Johnston rotary 
mowers include deluxe and standard models, 
hand and self-propelled units. Exciting new fea- 
tures include exclusive Air Dome Design, Jet 
Flow Discharge, special side trim slot. 





18” and 21” Velvas 
Trim — An_ outstand- 
ing trimmer type mows 
er with preferred front 
throw and rear wheel 
drive. 
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18” Standard — A 
quality mower for the 
budget buyer. Both 
front and side trim, 4 
cycle with recoil. 


18” and 21” Deluxe 
-— New Jet Flow Dis- 
charge, New Air Dome 
Design, exclusive side 
trim slot. 


21” Self Propelled — 
Selective, variable 
speed transmission, 
front and side trim, 
offset wheel design. 
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SLIM JIM recommends. 
A NEW HIGH-QUALITY 


BARB AT LESS COST 





















I f you have tough barbed wire competition, here is the answer— 
NEW USS American “Ranger” Barbed Wire. It is as strong 
and easy to stretch as all American Barb, but lower in price— 
just right to sell to cost-conscious customers. 

“Ranger” is not just another barbed wire—it is made of spe- 
cial high-quality steel with tensile strength about 20% higher 
than regular 1214-gauge barb. And what’s more, it’s backed 
by the engineering and metallurgical know-how of United ' 
States Steel. 

This NEW low-priced 1314- gauge Barbed Wire is made with 
2-point and 4-point 14-gauge barbs which are securely wrapped. 
It is the NEW barb your customers want! Write American 
Steel & Wire for complete information. 





Made By America’s Largest Manufacturer of Barbed Wire 


AMERICAN STEEL & WIRE 


DIVISION 


UNITED STATES STEEL 


AMERICAN STEEL & WIRE GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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New Chevrolet light-duty Apache 
and medium-duty Viking models 
bring you V8’s and 6's that deliver 
more horsepower, more eco- 
nomical and dependable hauling 
for the toughest jobs you've got! 
There’s new standard power in every light-duty 
model . . . a more powerful (145 h.p.!) edition of 
the engine most famous for economy and 
dependability, the rugged Thriftmaster 6. And 
the optional (extra-cost) Trademaster V8 is all 


new, the most highly powered light-duty truck 
engine in Chevrolet history! It’s ready to go to 






NEW HUSTLE FOR ‘58 ... CHEVROLET 
LIGHT- AND MEDIUM-DUTY HAULERS 





More horsepower... more staying power in V8's and 6's! 


work with 160 h.p., 283 cubic inches of displace- 
ment, short-stroke efficiency and weight-saving 
compactness! 

Chevy for ’58 is here with new medium-duty 
power, too! Standard in Series 50 L.C.F. models 
is a new version of the Heavy-Duty Task- 
master V8, with 160 h.p. for fleet hauling and 
new durability features such as Stellite-faced 
exhaust valves and induction-hardened exhaust 
valve seats. And standard in Series 60 models is 
the time-proved Jobmaster 6 with more power 
than ever—150 h.p.—and a host of new fea- 
tures that mean more economy and dependa- 
bility on jobs that work a truck hard. See your 
Chevrolet dealer and save with Chevy’s new 
brand of hustle! . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Latest editions of the ‘‘Big Wheel’’ in trucks 


NEW CHEVROLET TASK-FORCE 58 TRUCKS eg 
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The 
NEWEST 
and 
HOTTIES! 
IT’S A SNOW-BROOM | /7 item on the 

market! 


EMPIRE 


2-WAY SNO-MOVER 


NEW BROOM IDEA TO SPARK NEW VOLUME 
BUSINESS! On one side, long, tough plastic 
bristles to sweep away snow. Flip the handle 
and there's a 14” steel blade that bites into 
ice and packed snow. 




















NATIONALLY ADVERTISED! Featured in Good 
Housekeeping, on television and in newspapers. 


a aphirhd with colorful streamer. 





IT’S A SNOW-SHOVEL 





> 


Guaranteed by 
Good Housekeeping 





a 
wor as aoveatsco 








AS ADVERTISED 
ON 





ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE EMPIRE BRUSHES, INC. port CHESTER, N. Y. 


EMPIRE ) 
P 4 
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NOW—there’s a brighter look to 


SA PROOF COIL AND BBB CHAIN 


i) LUMINATED 


aa). ..and Hodell chains have it! 


Here’s a brand-new merchandising feature in those old reliables: 
Preof Coil and BBB Coil chain—%%, 4, % and *% inch— 
made by Hodell. 


It’s the lustrous LUMINATED look that gives you cleaner, 
more attractive chain to display and sell. 


So clean, your women customers could handle this chain with- 
out smudging their white gloves ... you can handle it without 
soiling hands or clothing. 


Here’s why: LUMINATED finish is a clean, metallic coating 
with a soft satin sheen and a uniform depth that closes up the 
metal pores. It is durable, protective, and effectively rust-resistant 
under most average conditions. 


And LUMINATED luster has eye-appeal ... gives these chains 
big decorative appeal for uses where good appearance is desir- 
able, with no need for painting. At the same time, its appearance 
isn’t out of place in even the most practical applications. 

LUMINATED Proof Coil and BBB Coil chain are now avail- 
able in handy 50-foot cartons, Hodell Pailettes (75- to 250-foot 
lengths, according to chain size), or standard 600-Ib. barrels. 








MORE PROFIT-SAVING FEATURES: 


@ Chain’s premeasured: length marks every 10 feet save 
measuring time. 





Chain’s positively identified: colored, printed plastic bands 
every 10 feet prevent stock-handling errors. 





Chain’s end-tagged: color-coded tag locates end of chain 
immediately, keeps it always in sight. Handy, too, for re- 
cording chain footage withdrawn. 





Call or write your distributor 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio ) 


Division of The National Screw & Mfg. Co. 


National 
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PROVEN 
SALES 
BUILDER 


6 x >a 
PR = 
> et 2% ‘a 
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Sits 


SELF 
SERVICE 
PANEL 




















@ IDENTIFIES EACH TOOL 
CLEARLY 


®@ SHOWS STOCK NUMBERS 


@ GENEROUS AREA FOR 
PRICING 


® SAVES TIME WHEN 
RE-STOCKING 








COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 60 matched 


“Chrome Line” tools Catalog #AS60. © ™ are -_ Cc © = 


Profit on your first turn $61.44. Parkersburg, W. Va. 
See your Ames distributor for details. 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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New national advertising features the extra 
chain power— more usable horsepower— of 
Remington saws by Mall! Your customers 
will see the above advertisement in October 
Farm Journal, Progressive Farmer, American 
Forests, Outdoor Life, The Timberman and in 
November Chain Saw Age. They'll read 
about the original roller-bearing nose, push- 
button oiling, easy handling in all positions 
... features that make Remington the great- 
est chain-saw value on the market. Mail 
the coupon for complete information and 
names of wholesalers near you. 


*Specifications and recommended list prices subject to change without notice 
MORE CHAIN POWER IN 5-H.P. CLASS. New Golden MORE CHAIN POWER IN 3-H.P. CLASS. New Silver Recommended prices slightly higher in Canada. 

“Logmaster” has roller-bearing nose, direct drive, 18°, 24” and 30” “Logmaster’’ has roller-bearing nose, direct drive 18°, 24" and 30° 
bar sizes. List price from $285.00* complete. bar sizes. List price from $229.00* complete 





























e@eeeseseeeeneeeeeeeeeeeneeeeeeeeeeeeeeeeese 
* MALL TOOL COMPANY HA-12 
* Division of Remington Arms Company, Inc. ' 
« Bridgeport 2, Connecticut 


SEND FOR FREE CATALOG designed to be given 
out to prospects. Includes specifications and recommended rata 
prices on the complete Remington line of chain saws by Mall. 























e : ~ Please send names of my nearest chain-saw wholesalers. 
Please send copies of your FREE chain-saw catalog with prices. 
. 
Cli brs -9ene ee te ee 
® . 
s osidiieenitementeatmemnenianieie eit Ree cam Mall e STORE NAME Ee tan ‘ 
a 
MALL TOOL COMPANY +t Ses a ae 
Division of Remington Arms Company, Inc., Bridgeport 2, Connecticut : nee 
in Canada: Mall Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. » vt S ies 
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Gy 
\— new CAROL EXTENSION “CORDSETS” 
in eye-catching displays to sell on sight! 


Available in both red and black, each Carol 
Cordset is specially packaged in a heavy-duty 
box which opens easily into an eye-catching, hard- 
selling display case that occupies little counter 
space. Every set is clearly labeled to simplify 
selection, storage and inventory control. 


® SELL THE COMPLETE LINE 
CAROL CABLE COMPANY aS 


Division of The Crescent Company, inc. Seven different lengths in 2 gauge sizes meet we 
Pawtucket, Rhode Island demand. All attachments are molded on for long life. 
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Fiamilton - 


the Big 


... because every single one of these famous 
67 Hamilton-Skotch products is an “item promotion” that 
is essential in the daily life of American families 





everywhere. No other brand name offers such variety, 7 i uEn a ten Yan in cy. «WA 
such a blend of the pleasurable with the useful. 7 : es a : 7 

Quite naturally, it follows that to stock and feature 7 My jobber is | 
each of the 67 Hamilton-Skotch products is to extend | Name..... ecnereeeieateeece, SINR “ef 
immeasurably your opportunity for all-year profits. Soi 

| city. iil | 







Skotch Koolers * Jugs * Grills * Skotch Ice * Charcoal Lighter 
Insulated Bags * Utility Boxes * Tackle Boxes * Porta-Files * AND NOW 
THE INDUSTRY’S MOST COMPLETE LINE OF COOLER CHESTS! 
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| DULL KNIVES NEED 
NEVER BOTHER 
HER 

AGAIN! | 


the SUING AWAY Portabie 


Knife Sharpener ends the nuisance of 






























dull knives forever! It’s designed 
to quickly and easily sharpen 
any blade... from the finest 
hollow -ground carving knife 
to the inexpensive paring knife. 
The sharpener uses a patented 
file-edged steel for producing 
the edge, and has blade guides 
which automatically insure the 
exact sharpening angle. It’s 
safe, simple and completely 
foolproof! Colorful, free display 
with every 6 units. Only $1.98 


* 
ee 


See 





FIRST IN SALES + FIRST IN VALUE! 


ee ee 


SWING-A-WAY MANUFACTURING CO. 


4100 Beck Ave. - St. Louis 16, Mo. 


in Canada: Fox Agencies, Port Credit, Ont. 


Portable Knife Sharpener 
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WARE ...ne new quality line 


that selis on sight! 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best ... sell the 
best . . . the new J&L galvanized ware. 

Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Ave., New York 17, N. Y. 


dl Jones & Laughlin 


STEEL. ..a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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New Sprinkling Can 
with 4-way 
rotating head 


Ideal for a variety of garden 
uses, this sturdy new J&L 
sprinkling can features a solid 
brass four-way sprinkler head 
for controlled spraying. 

Hot dipped in pure molten 
zinc, this easy-to-sell sprinkler 
has tighter seams for long life. 
Your customers will appreciate 
the new sparkling appearance. 





FULL 
16.2 OZ. CAN 
a) 
TO SPRAY 


ADvERTISED 


a 
rontee 


as advertised in 
Sige 


For further details 
and descriptive 
literature, 

write 
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Stef fieled BRONZE PAINT CORPORATION 1751 waterioo Road, cleveland 19, onio 


Whichever ‘size your customers prefer 
... SHEFFIELD has the answer! 

Regular or GIANT SIZE... both should 
be on your shelves for BIGGER 
PROFITS ...and faster sales! All the 
same SUPERIOR quality...all with 

the EXTRA profit that is yours with all 
Sheffield products | 











Non=-Toxic 
and even 
faster drying 
than ever... 


NOW 


you can feature 


GIANT SIZE 
QUIK-SPRAY 


and 
regular size 
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Your store may be more convenient for your 


prospective customer. But, if your competitor has a 
smart, up-to-date store, with a modern Pittsburgh 
Open-Vision Store Front, chances are he'll get the 
customers while you'll just get the “business.” It’s a 
proven fact that modern people will go out of their 
way to shop in modern stores. 

And one of the best ways to modernize your store 
is with a Pittsburgh Open-Vision Store Front. Pitts- 
burgh Plate Glass Company makes a variety of prod- 
ucts all designed for use in new or remodeled store 
fronts. There's Pittsburgh Polished Plate Glass, 
Twinpow” Insulating Window Units, and Sorex” 
Heat-Absorbing Plate Glass to create the big, open- 











Paints - Glass - Chemicals - Brushes - Plastics - 


I 


PITTSBURGH PLATE GLASS COMPANY 


in Canada: Canadian Pittsburgh Industries Limited 
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What makes a customer cross the road? 


Fiber Glass 


vision fronts. Prrrco” Store Front Metal makes attrac- 
tive glass frames and supporting members. CaRRaARA* 
Structural Glass lends its rich, polished beauty to bulk- 
heads, pilasters, name signs and facias. And to com- 
plete the installations there are TuBetite® Doors and 
Hercuuite” Plate Glass Doorway Assemblies. 

For more information on Pittsburgh Store Fronts 
and Store Front Products, just send in the convenient 
coupon. We'll be glad to send you our free store 
front booklet. 


—_—_ 
A Ee EE" 
——__——“™ 
—_—_ 
BRO aa . ae ee atonal : . 


e Glass Company f Pa 


Pittsburgh Plat esne Bivd. 
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OF FINE 


TOOL MAKING 


Upon completion of our first half ceatury 

of dedicated service to the craftsmen of the free 
world, we wish to thank our millions of 
customers and thousands of distributors and 
dealers for the vital part they have played. 
From the original wrench of 1907, 

the Crescent line has grown to include 
hundreds of the most widely used hand tools. 
We pledge that the quality-of-product 


which has brought us thus far will be our 


Athena so MI os 


criteria for future standards. 


et RTT aT Es. ll agalactiae ee 


(CRESCENT TOOLS — 






Sign of the brtisan 
Fymblol of Crccllence 


: 


other tools. Sold by leading distributors and retailers everywhere and made only by 


JAMESTOWN, NEW YOR K 
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for Chrigtmag Sales! 


CONTACT YOUR WHOLESALER WOW/ 


ror YOU IS 


season is ahead of you, and Weller Tools in their attractive 
gift boxes will be the choice of thousands during the next few 
weeks. Get your share of this business. 


Don’t miss out on sales of Weller Tools because of depleted , pRE-SOLO 
stocks. Remember, the best part of the Christmas selling is ig 


Mode! 800 Model 700 Model 700K 
Sabre Saw Power Sander Sanding Kit 
$19.95 list $14.95 list $16.95 list 





Model 8100K Model 8250AK Model 8250A 
Soldering Kit Soldering Kit Soldering Gun 
$7.95 list $14.95 list $12.95 list 








FULL COLOR COVER 
Be sure you’re ready to meet the demand... : ADS IN 


contact your wholesaler now! ® Popular Science 


WELLER ELECTRIC CORP. tanh. © Mechanix Mstate 
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A model to attract every garden center customer 
GILSON’S ALL NEW ’58 LINE 


2 ©) 
Re / 


- / 


Gilson Cone Com- 
bination 


Full 234 horse- 





New Cone Clutch Combination 
one engine powers 21 mower or tiller. Converts in seconds without tools 


Detachable power unit comprised of handlebars, 
controls, engine and drive mechanism is 
designed to fit either 20” rotary 

tiller or 21” rotary mower. 

Detaches and attaches 

in seconds. 


Operator releases 
catch and lifts 
power unit off 
tiller base. 


Entire power unit 
comes free with- 
out loosening any 
nuts or bolts — 
detaching any 
belts. 


er, 
% 


Operator drops 
power unit on 
rotary mower base 
and locks together 
with a flip of a 
aS a mower 


as a tiller 


NO BELTS 


converts in less 
than 10 seconds 
without tools 
from 20 inch 
tiller to 21 inch 
rotary mower. 


Unit power vertical 


engine. Cone- 
and-cup-type 
clutch elimi- 
nates belts that 
can stretch and 
break. 


— self centering pins guide units into place for 
positive drive alignment. Locking lever auto- 
matically locks power unit together with ac- 
cessory unit. Cone clutch provides instantaneous 
drive connections — no belts, 
gears or pulleys to waste 





time or fuss with. 





¢ Packed with NEW sales features, the GILSON ’58 line equips 
you with a choice of tillers (powered both by horizontal and ver- 
tical shaft engines) to fit every customer’s pocket book ... and a 
combination tiller-mower unit that converts so easy —so fast, it 
will be the center of interest in any stocking dealer’s garden mart. 


What’s more, the GILSON line is quality engineered and built 
. . . with Timken roller bearings, worm gear drives and easy-to- 
maneuver depth controls. Attractive iridescent copper and white 
finish make them “real stoppers” in any store traffic. 


GILSON 








GILSON “SUPER” TILLER. 


Quality built, worm gear, 

Timken roller bearing drive. 

234 horsepower vertical-shaft 

Briggs and Stratton engine has 
lenty of reserve power to make 

ast 22” cuts even in hard soils. 

Convenient recoil starter with clutch 

control on handlebar. Converts to 

full 32” cut with exteasion tines. 


““1MP’’ 
TILLER 


A price leader 

with oy 

features. orm 

gear drive — 9 | 

‘Timken roller 

bearings. Adjustable 

handle bars and depth 
control. Powerful, 


GILSON “CORPORAL” TILLER * 


for all soil conditioning operations. 
Briggs and Stratton 234 horsepower 
engine with handy recoil starter. 
This tiller incorporates all the 
GILSON features such as 
Timken roller bearings 
and sturdy one-piece 
handle bars. Standard 
cutting width 22”, 32” 
with extension tines. 
Horizontally mounted 
engine. 


GILSON 


Distributor’s inquiries invited 
Fredonia, Wis. 


horizontal 134 horsepower 
engine cuts a full 16 inch swath. 
Self-sharpening tines provide 
long, dependable service. 


A7-43.41 
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“W-40"" SOFT MONOFILAMENT 
100-yd. spools — two connected 
color: MIST 

Contains 24 spools as follows: 


75 retail... 
10 retail... . 




















*¥ This is a limited offer. Only one 


department is available to each 
dealer. 


* This offer is subject to withdrawal 
without notice. 


HERE’S HOW TO GET IT: 


We will accept orders direct 
from dealers with name of 
acceptable jobber. 


PRICES HIGHER IN CANADA 


Sh fg 


HERE’S HOW TO GET IT: 


Assortment number 1 is free 
with purchase of any other two 
assortments (your choice). 








ee 


— dealer C [ - } . 
"NET COST TO DEALER 


HERE’S HOW TO GET IT: 


‘‘W-40"’ Line Department is 
shipped direct to dealers only 
and must be ordered thru our 
recognized iobbers. 








ri 
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The Superhighway Program... 


How it will affect your store location 


How you can protect your store’s growth 


The nation-wide superhighway program will change the traffic pattern 
of your community. 


Through highways, bypassing cities and towns, will have three important 
influences on the location of hardware stores in the future: 


1. Bypassing towns will free up Main Street traffic congestion. Through 
traflic will go around your town. There will be more room on Main Street 
for local customers. Main Street shopping will be more attractive. 


2. Bypassing towns will set up new business centers at major interchanges 
along the superhighways. Local customers will be lured out to these centers. 
Bigger shopping areas, with easier parking, will tend to drain local traffic 
away from Main Street. 


3. Superhighways will encourage long distance driving to get to work, and 
for shopping. Business centers at interchanges can attract customers from 
areas up to 50, 60 or 70 miles away. 


The changing traffic pattern will bring up important questions about store 
location for the future: 


Should you stay on Main Street? Will a boom in local traffic make a center- 
city location more attractive? 


Should you go out to a highway interchange location? Will you attract 
customers from your old location, or will you have to start building store 
traffic from scratch? 


Should you stay on Main Street and build a second store out along the 
highway? 


For a complete review of the nation-wide superhighway program and 





how it may influence the location of your store, please turn the page 
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Fairchild Aerial Surveys, Inc., photo 













What the basic superhighway program is... 


In the next 13 years America will build 41,000 
miles of superhighways at a cost of nearly $33 
billion. 

These highways will be designed to bypass 
present shopping areas. 

The initial superhighways are shown on the 
map on the opposite page. Routes may be altered, 
withdrawn, or enlarged as the final plan develops. 

How will these superhighways affect your 
hardware store? 

Will superhighways strangle your shopping 
area? 

Will superhighways provide new life to your 
business community? 

The answers to these questions are important 
for the future of your store, its location and 
growth. To find these answers you need the 
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Hardware store traffic will be affected by this trattic pattern 
of the future as superhighways flow around towns, across 


broad rivers and sweep across the fields. This is the New 
York State Throughway interchange at Herkimer, N. Y. 


What you should know about the superhighway program 


What you can do about it, in locating your store 


basic facts, plus keeping posted on superhigh- 
way developments in your community. 

Note that this superhighway program is for 
federal highways. State and local highway pro- 
grams are on the drawing boards, too, and can 
be equally as influential in determining the fu- 
ture location of your stores. 


Why highway patterns are important .. . 


Highways are especially important to hard- 
ware dealers because a visit to the hardware 
store has become a family trip by car. 

A dealer with his eve on the future, with 
plans to relocate or with hopes of expanding or 
remodeling his store, must be highway conscious. 

This has been true for some time. Now the 
highway programs are taking on much more 


These are the major superhighway W 


routes set up in the initial program. 
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The superhighway program 





(Continued) 


importance to the dealer who plans to branch 
out. 

Customers have become used to driving to 
their favorite hardware store. A store easy to 
reach by good roads with good parking facilities 
nearby is more popular. The success of shopping 
centers is based on this fact. 

More than 1000 shopping centers have been 
built since the war. An additional 2000 centers 
are building or are on the drawing boards. 

Shopping areas also are built, especially at 
interchanges where traffic leaves superhighways 
for local highways. Some areas are bigger, more 
important, than others, reflecting traffic pat- 
terns. Each new superhighway brings more 
interchanges, and more sites for new shopping 
areas. 


How to keep informed on new highways... 


You can prepare for the future by keeping a 
check on your state’s highway program. 

Your local newspaper carries notices of pro- 
posed highway routes. It also publishes stories 
of approved routes. 

You have the privilege of writing your high- 
way department for all of the facts on develop- 
ments that could affect your business. 


What bypass really means .. . 


One type of road improvement often strikes 
fear into the hearts of well-established business- 
men. 

Whenever the word bypass is part of a local 
highway project, controversy rages. 

Business and state officials argue. 

Public hearings are heated. 

Delays are many. 

Look more closely at what a bypass is, and 
what it means to your business. 

There has been a long-standing theory that 
sales volume on Main Street rises and falls with 
the amount of traffic on the street. 

Bypasses usually mean: An alternate road for 
through traffic around the community. This has 
to mean less traffic on Main Street. 

Naturally businessmen fought tooth and nail 
against bypasses because they thought business 
would suffer seriously. 

This picture has changed. Businessmen have 
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seen what really happens when a bypass syphons 
through, non-shopping, traffic from the business 
district. 


1. Bus and truck traffic doesn’t clutter up 
Main Street. It prefers time saved on the by- 
pass route. This makes local parking easier. 


2. Tourists, traveling salesmen and other 
through motorists, skip the main stem of town. 
They don’t stop to buy anything, anyway. 


When the highway comes: 
What to do. 


Here are a few points of action to take when 
a new highway project is announced for your 
area. Your community and you will benefit most 
if you initiate a positive view of the situation. 
Here’s what to do. 


1. Find out exactly where the highway will be. 
2. Encourage local merchant meetings. 
3. Attend public hearings. 


4. Help plan the new route to the best interests 
of your community. 


5. Initiate citywide planning to improve local 
parking. 


6. Publicize better parking. 


7. See that proper signs are erected when the 
highway is built, signs that direct motorists 
from the highway to shopping areas. 


8. Remember business improves when shopping 
is easier. New highways relieve downtown 
congestion. 
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3. Local traffic heading out of town won’t line 
up bumper to bumper. 


What bypassing may mean... 


The bypass lures away all of the non-buying 
traffic that normally clogs the street and makes 
downtown shopping a pleasure for local cus- 
tomers. 

Your customers can drive from store to store 
with ease. 

Your customers can find room. to park. 

Your customers will spend more time in your 
store. 


Your customers will come to town more often. 


What you can do about bypasses .. . 


If a bypass is proposed for your community 
it will be announced immediately in the local 
press. 

You can find out what it will mean to you by 
attending public hearings on the economic 
effects it will bring. 


You have the right to protest or side with the 
proposals. 


Perhaps a bypass is the very solution to traffic 
strangulation in your town. If so, help organize 
fellow businessmen. Go to the state as a group 
to ask for a bypass. 


Be prepared to prove that business is suffer- 
ing because Main Street has become a through 
traffic expressway for out-of-towners. 


The state will listen to you, and you may have 
a hand in incorporating your town into the vast 
new highway network now under way. 

Of course, there can be disadvantages to a 
bypass. 

Most disadvantages stem from poor location 
of the new road, poor planning of regulations 
for abutting commercial buildings. 


You can help prevent any disadvantages by 
organizing fellow businessmen, and studying 
details of proposed bypasses. 


The benefits of bypasses are the result of 
wishful thinking. Bypasses have proven their 


value in relieving traffic congestion on Main 
Street. 





What happens to sales when through traffic bypasses a community 


Here is a study made by the California Division of Highways of what happened to sales of businesses 
along old bypassed routes when through traffic bypasses were built around these eight communities. 


The communities This is what happens to sales in: 
Number of 


businesses 
bypassed 


cafes 
and 
bars 


all 
other 
businesses 


service 
stations 


Name Population 


Templeton 600 24 — 9.04%, + 1.82% +20.34°%, 


Folsom 36 7.4 | 5.0 1.0 


Imperial 21 + 5 +- 2.72 + 0.5 


Anderson 21 + 132.0 —31.0 +22.0 


Auburn 74 + 5.0 +21.0 0.0 


Fairfield 


109 + 14.0 


+ 11.5 
+ 11.95 


—12.1 + 7.5 
Sacramento +25.5 +21.5 
Escondido 


+25.6 + 12.7 


Source: “How Bypasses Affect Business,’"’ Chamber of Commerce of U. S. 
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Tight remodeling budget? 





Try do-it-yourself 


Here’s how a dealer is remodeling old selling 


fixtures in his spare time. His cost is 


not much more than his labor 


Monarch Hardware has a pretty 
common problem. 

This Philadelphia dealer has a 
store full of 30-50-year fixtures. 
New fixturing throughout is de- 
sirable, of course. But the old 
fixtures haven’t been producing 
enough sales and profit to pay for 
revamping without going into debt. 

Store manager Charles Presser 
decided there was only one way to 


bring his store up to date. It would 
have to be a long-haul process of 
do-it-yourself remodeling. 

Mr. Presser figured the materi- 
als wouldn’t cost too much, and he 
was willing to invest his spare 
time in the job. He got his sales- 
man and even the saleswomen to 
pitch in and help. 

First project on his list was to 
brighten up the housewares wing. 


A gloomy housewares wing turned bright. 


Mr. Presser figured that since this 
is a woman’s department, it should 
be the prettiest part of the store. 
This section is housed in a small 
adjacent building, with the party- 
wall broken through to connect 
with the old store. 

Materials for re-doing this part 
of the store were simple and few: 
lots of perforated paneling, flat 
wall paint and enamel, hooks and 
shelf brackets to fit the paneling, 
and glass shelves to fit the 
brackets. 

Old oak fixtures were enameled 
in light tones. Unused wall areas 
were paneled with perforated 
board. Glass shelving replaced old 
wooden shelves, to let more light 
shine on samples. It cost Monarch 
about a $100 for materials, plus 
hundreds ef hours of combined 
staff work to pretty up the house- 
wares department. 

Then Mr. Presser turned to the 
larger hardware and paint section 
of the store. Here the probiem was 
and is less simple. For this is the 
old, original building. 

Old-fashioned cupboards with 
swing -out doors, compartmented 
drawers whose contents are never 
fully known until inventory time, 
cumbersome tables, and inacces- 
sible nooks and crannies were 
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modernization 


jammed with assorted hardware. 
Many still are, but daylight is 
gradually finding its way through- 
out this store. 

The result of the first steps 
taken to rejuvenate the old store 
is shown in the before-and-after 
pictures on these pages. 

The before picture shows a typi- 
cal 3 x 6 ft center-aisle counter. 
Store has both metal and wooden 
ones. Tops are flat, and almost al- 
ways mussed with items spilling 
over from one bin to another. 

Perhaps adequate a few decades 
ago, this type of counter is now 90 
percent wasted space, and almost 
always in need of housecleaning. 

Mr. Presser converted two coun- 
ters (see after) to form a modern 
3 x 12 ft main aisle fixture. It 
holds easily three times the dis- 
play items of its forerunner. 

The transition was simple. 
Posts, about 3 x 3 x 34 in. were 
mounted in the center of the coun- 
ters. They were painted pink. Alu- 
minum runners to hold shelf 
brackets were mounted on both 
sides of the posts. 

Each counter now has two ad- 
justable glass shelves, each of 
which holds about as much as the 
entire counter displayed before. 

Total cost of re-doing both of 
these counters? 

Just a shade under $36, for 
wood, glass, hardware, and paint. 

Of course, it took many hours of 
hand labor to make the change. But 
now, Monarch Hardware is on its 
way to a modern interior on a pay- 
as-you-go basis. 

Do-it-yourself? Why not! * End 


BEFORE 





A messy and contused fixture. 
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Same type fixture brought up to date. 





How to 





Store planning 










power up a sale 


Almost every dealer has one, two, three, or 
more sale periods each year. These sales usually 
follow a pretty regular pattern. They represent 
a special, extra effort in planning, promotion, and 
follow-through. 

But when sales become part of your yearly 
routine, there is a very real danger that the sales 
will become routine. And so will the results. 

Sale events that sparkle are important. Each 
sale gives you a seldom opportunity to get new 
traffic in your store, besides giving your volume 
a shot in the arm. 

H. Lorleberg Co., dealer at Oconomowoc, Wis., 
has seen scores of sales come and go in its 87 
years at one location. This dealer could easily let 
sales become habit, routine, ordinary. But it 
never has. 

A good example of the kind of zesty sale 
Lorleberg is noted for came off late this spring. 
It was the occasion of the firm’s 87th anniver- 
sary. And anniversary sales are old hat for this 
dealer. Yet this sale had all of the excitement of 
an opening sale for a brand-new store. 

Why? 

Simply because Lorleberg Hardware feels that 
if you’re going to have a sale at all, you have got 
to put all of your effort behind it. 

You’ve got to plan, then plan some more. 
You’ve got to advertise, big and bold. You’ve got 
to buy hot specials, new and traffic-enticing. 

And you have to include some of the elements 
of a carnival, to bring in custorners who want to 
be entertained. 

A sale is a major effort. A dealer who isn’t 





Here's a sampling of Lorleberg's many demonstra- 
tions. These in-action displays build extra traffic tor 
any sale event. 
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When it comes to putting pep in a sale, it’s the little things that 
count towards more traffic and volume. Here is how a hardware dealer 
powered up a sale marking the 87th anniversary of his store. 


willing to make a major effort should save his 
energy and time until he can do the job right. 


Here’s how Lorleberg breathed life into its 
sale: 


(1) Planned ads, prizes, store layouts, mer- 
chandise specials, and demonstrations for the 
early-May sale during the winter months. Man- 
ager H. Scherffius coordinated the event. The big 
push was on seasonal goods. 


(2) A budget, based on planned volume, was 
figured out for the promotion of the sale. $550 
was set aside to cover cost of three full-page ads 
in the town’s 10,000-circulation newspaper. This 
cost also included 3200 reprints of the same ads 
for mailing to rural boxholders. 


(3) Another $50 was set aside to cover cost of 
25 attendance prizes, ranging from 50¢ to $12 
each. Prize winners were chosen through coupons 


printed in the newspaper ads, and through in- 
store coupons. 


Nearly 300 coupons, almost 3 percent response, 
were clipped from the newspaper ad and brought 
to the store. 

More than 500 other prize coupons were filled 
out in the store. In total, more than 800 cus- 
tomers registered for 25 awards. 


Prizes, though modest, were a principal lure in 
drawing some 2000 customers for the two-day 
event. And that’s a lot of customers in a town 
with a population of just 6100. 


Prize coupons had double value to Lorleberg. 
They encouraged customers to list kitchen appli- 
ances which interested them. The firm added 


hundreds of new prospects to its major appliance 
list. 


(4) Demonstrators were requested from sup- 
pliers. Nine manufacturers cooperated. Fresh- 
brewed coffee, running power mowers, hot barbe- 


cues, and humming power tools got and held plus 
traffic in the store. 


(5) Every department in the store had mer- 
chandise specials advertised and well displayed 
for this event. Items, from 18¢ faucet washer 
assortments to $140 power mowers, were spot- 
lighted at sale prices. A heavy sprinkling of 
name-brand goods lent quality to advertising and 


sale. Over half of advertised items were sale 
priced. 


(6) Staple stocks were reviewed and filled up 
before sale time. When traffic hits peaks in a sale 
like Lorleberg’s, staple items at regular prices 
sell better than ever. 
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Too often, dealers tend to ignore staples while 
concentrating on specials during a sale event. 
This is the best time of all to sell regular lines. 

© End 





A short course on 
how to lose customers 


How to have a sale flop 


(1) Decide at the last minute that it’s 
coming up to anniversary time again, and 
maybe “We'd better (yawn) have another 
sale.” 

Never plan sales more than three weeks 
in advance. 


(2) “Check the stockrooms, I know we’ve 
got some dogs back there. Dust ’em off, 
whack off another 10 percent, and make a 
spot for them on the front counters.” 

Never look up last year’s advertisements 
and sales records, or check on seasonal! best- 
sellers, or visit your wholesaler for fresh, 
special items at special prices. 


(3) “Better have Oscar get out his 
crayon set. Going to need a couple of 
signs.” 

Never build neat displays topped off with 
professional signs that tell a true merchan- 
dising story. 


(4) “Pass the word around to Sally, Jim, 
and Pete that we'll be open a couple of 
hours later than usual on Friday and Satur- 
day, week after next.” 

Never hold organized sales and product 
knowledge meetings. Never ask your staff 
to join in plans for a sale, or give their 
opinions on what items would sell best in 
your sale. 


(5) “Run down to the Evening Herald 
and fix up a ten-inch, one-column ad for 
Thursday, week after next. Let’s see, this’ll 
be our 27th year . . . better feature that. 
Figure out prices on a handful of those 
dogs and feature ’em in the ad. And buy a 
gross of balloons to give away to the kids.” 

Never sit down and work out an estimate 
of what you should spend for a promotion, 
in relation to how much volume it will bring 
in. Never buy more than a few inches of ad 
space. Never have the newspaper’s agent 
come in your store to help you lay out an 
ad. Never solicit good merchandise prizes or 
demonstrations from your suppliers. 

















9-year old store remodeled: 


Store front has low visual-front window to make a show case of entire store. 











sales gain 30% 


New fixtures, new layout make sales 


gain in two years since modernization 


One way to remodel a store is to 
take out all the old fixtures and 
build new units in a new layout. 

This plan used by a far-western 
dealer brought a 50 percent sales 
increase in two years’ time since 
remodeling. 

The Olympia branch of Lumber- 
men’s Mercantile, Shelton, Wash., 
was built nine years ago on a drive- 
in location at 503 W. 4th St. Two 
years ago the present, more modern 
front and better layout were in- 
stalled. 

The 50x60-ft hardware display 
room was revamped. Lower display 
tables were installed in some parts 
of the store. New wall fixtures with 
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adjustable shelving or perforated 
panels replaced older type displays. 

The lower fixtures, says Tom 
Eich, branch manager, have helped 
to improve traffic circulation. 

Mr. Eich says, “Customers can 
see any part of the store, to more 
easily locate items they want. By 
placing paint in the rear of the 
store instead of half-way back 
along the side wall, we pull more 
customers through the entire dis- 
play room.” 

At the time the paint department 
was placed in the rear of the 
branch, tool displays were moved 
to the former paint section. Sales 
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in both sections have taken an up- 
turn since the change. 

Prices are marked on all mer- 
chandise excepting smaller items 
such as fasteners which are priced 
on glass compartments. Most mer- 
chandise is marked upon receipt at 
the branch and then placed on the 
sales floor instead of in a storage 
section. 

Small tools and some related 
smaller hardware items are shown 
in shelf compartments on an island 
next to the wall display. 

Tool rentals help to boost hand 
tool and materials sales. With the 
exception of the most common hand 









GARAGE DOOR. 






FLOOR TO CEILING WALL DISPLAY OF HAND TOOLS 
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tools, this firm will rent just about 
any tool in its inventory. Table 
saws and portable electric power 
tools are rented. 

A loose-leaf notebook record is 
kept on all tool rentals. A separate 
page is used for each item. Dates 
of rental and return, rental fees 
and repair costs are listed in this 
book. 


60 FT. 


Mr. Eich says, “We know exactly 
how productive each item is, and 
how long to keep it as a rental unit 
before we dispose of it.” 

About the time a rental unit has 
returned its original cost in rentals, 
this branch office offers it for sale 
at a sharply reduced price and on 
an as is basis. These tools are sold 
to customers who have occasional 
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but not steady need for them. 

Tool rentals pave the way for 
new equipment sales, and for sales 
of almost new rental equipment at 
a small price reduction. 

A recent example was a floor 
waxer. A customer rented a unit 
which had been out a few times 
and bought it at a price $10 under 
its original cost. ® End. 


Floor to ceiling perforated board display Traffic is encouraged to move in all directions by wide cross and lengthwise 


gives plenty of room for customer self- 


selection. 


aisles which provide plenty of room for browsers. 





Traffic is the life of your store. You need customers to sell your 








merchandise. When a customer needs a specific item that you sell 
that is enough incentive to come to your store. But how to get 
customers into your store at other times—that’s the problem. 


Here is how this hardware dealer gives customers a reason to come in... 


7 ways to build traffic 







Here are seven things that Holt Lumber, Inc., rado spruce trees at a cost of $25 per thousand 
Milwaukee, has used to pull traffic into its new trees. Outdoor barbecue demonstrations, plus 
hardware and building materials store: free samples, were other drawing cards. 





















The opening of the Holt store was described 
in HARDWARE AGE Nov. 8, 1956, page 73. The 
store is on a seven-acre plot. It has a 70-car 
parking lot for hardware department customers. 


Anniversary sale 


To celebrate the first anniversary in the firm’s 
present quarters the company held a sale and 
mailed 10,000 two-page circulars within a three- 
mile radius of the store. Circulars offered house- 
wares and building materials specials. 

Each circular had a number. Visitors checked 
the number on their circulars against those 
shown on tags placed on 45 items displayed in 
different parts of the store. No purchases were 
required to entitle a visitor to one of the prizes. 

Free pony rides for children attracted many Store owners, Mr. and Mrs. Holt, look at their 
families. The firm gave away 2500 blue Colo- advertising and promotion scrap book. 
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Name the monkey contest 


A traffic building idea used last winter in- 
volved the naming of a monkey displayed in the 
store. 


A full-page advertisement in a weekly news- 
paper offered a $25 merchandise award to the 
person turning in the most suitable name. No 
purchases were required for participation. 

Many families visited the store during the 
contest to see the monkey. The name chosen 
was “Diy” which meant “do-it-yourself.” 


Free clubroom for group use 


Mr. and Mrs. Graham Holt, owners, have given 
over most of their basement showroom for meet- 
ings of various accredited clubs. 

There is no charge for the use of the large 
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Store auditorium available for club meetings builds 
traffic. 


room. It is equipped with two large coffee urns, 
has tables and chairs for 75 persons. [f the 
clubs have more than 75 members, they have 
to bring extra tables and chairs. 

Most clubs using the room have 25 to 50 
members, but there have been times when 100 
persons used the room for a meeting. 

The Holts report they are building many 
friendships with this free clubroom idea and 
also winning new customers. There is no other 
convenient meeting hall in the area. 

Lumber items are displayed on the walls of 
the clubroom during the meetings. 


In-store signs 


The firm owns a sign making machine and 
uses many well worded signs throughout the 
store calling attention to merchandise and ser- 
vices available. 

For example, in the hardware division some 





wall signs refer to the firm’s do-it-yourself low 
payment plan. Another mentions free planning. 





At another location signs advertise the free meet- 








Store-made signs on doors build traffic. 


ing room and the low weekly payment plan on 
building materials. 

The Holts keep a scrap book of advertising 
and publicity material they receive. They use 
this book to plan their advertising and in-store 
promotion. 

“We have been in our new location for more 
than a year,” says Mrs. Holt, “and we know that 
most of our sales promotions are pulling well and 
increasing our traffic and volume. We intend to 
keep at it practically every month of the year.” 


Flower arrangement classes 


To build women traffic in the store, Mrs. Holt 
holds special classes in flower arrangement and 
Christmas decorations in the clubroom. 

In most instances Mrs. Holt has been the 
instructor since she has had much experience 
in flower and garden arrangements. 

She started the classes with a three-hour ses- 
sion, 9 to 12 in the morning, once a week, for 
six weeks. There were 30 in the class. Each 
was charged $6.50 for the entire course. With 
the fees Mrs. Holt purchased flowers so each 
registrant could do class work with actual flowers. 
Each registrant was allowed to take the flowers 
home. 

The classes became so popular Mrs. Holt has 
had three of them, including one on how to 
decorate the home for Christmas. 

“When we started I thought we might have 
only one class,” Mrs. Holt said, “but members 
told their friends. Interest mounted and we 





7 ways to build traffic 





wound up with three classes with about 30 mem- 
bers in each. 

“TI think there is need for such classes in many 
areas. The classes build traffic and volume for 
our store.” 

Last spring Mrs. Holt staged a garden show 
in the clubroom, with 10 high school girls as 
models. The girls came on a special stage in 
the room, holding items such as rakes, hoes, 
spades, trowels and other garden items, or wear- 
ing special garden gloves, while Mrs. Holt talked 
about each item to the group. She also called 
attention to garden supplies, power mowers, 
spray equipment, etc. 

This garden show helped the store sell items 
displayed on several islands on the main floor. 


Free coffee bar service to contractors 


Special cards have been sent to more than 200 
contractors in the area, telling them of the 
store’s free coffee bar service. The store also 
mails cards to these contractors periodically 
about special] buys at the store. 

Mrs. Holt, who handles the advertising uses 
quite a few cuts on the cards to increase their 
readability and appeal. 


(Continued ) 


Nursery store 

Mr. and Mrs. Holt have leased part of their 
land to a nursery which has put in a large stock 
of shrubs, etc. This has increased traffic at the 
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store. The Holt firm reserved the right to dis- 
play and sell fertilizer, and other items for the 
garden and lawn and displays some of these 
items outside where shrubbery customers can 
see them and make purchases. 





Sales training ideas 
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Another Hardware Age dealer service 


to improve store profits 


Here is one of a series of posters that will help your sales people make 


more and better sales. 


Each poster is on a subject related to store selling. Each poster has an 
idea that your sales people can apply every day. 


Put the poster on the opposite page on your store bulletin board so all 


your sales people can read it. 


Write to the Editor, HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa., for the subjects of posters published previously, and for informa- 
tion on how to get a series of these posters in booklet form. 
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Series No. 22 


Hardware Age 
Capsule Counsel 


I HELP YOU MAC ¢ 


To a customer who has a can of 
paint in one hand, and a brush or 
roller in the other, that is a pretty 
silly question. 


“Of course you can help me,” 
your customer may feel like 
answering. “Why else are you 
here?” he thinks. 


SUGGESTIONS 


Lead off with remarks a bit more practical, such as: “We recommend 
that paint for kitchen or bathroom walls. It’s hard gloss with a soft sheen,” or 
“That’s an excellent brush (roller) for walls and ceilings.” 


Lead off with a sales point that may answer an unexpressed question. You 
can clinch or lose a sale with your opening words. You cannot afford to waste 
words and time with a trite and meaningless question like “May I help you.” 


Make your first words informative and friendly. This approach starts your 
sales conversation intelligently. When you bring out a sales point in the first 
sentence, you center attention on the good features of your merchandise. You 
lower sales resistance when you do this. 


If your customer gives you no clue as what they plan to buy, a hearty 
greeting will work wonders. A simple “good afternoon” or “good morning,” or 
even a friendly “hello” is refreshing. 


A cordial approach starts you on the way to a sale. It leaves a lasting 
impression that you are interested in the customers whether they buy or not. 


A Hardware Age Editorial Feoture 
copyright 1957—Hardware Age 








It is a serious mistake to let 
housewares displays stay the same 
at all times, says Harold D. Ny- 
lander, owner of Johnson & Loud 
Hardware Co., Denver. 

“When any display is left in one 
place overlong it is bound to be- 
come stale as far as the regular 
customer is concerned,” Mr. Ny- 
lander says. 

Housewares items are moved 
from one section of the store to 
another, from tables to gondolas, 
from gondolas to wire racks, and 
from one position to another. 

Typical is the fact that no coun- 
tertop display in the housewares 
department stays in the same spot 
for more than one week. 

For example, a display of kitchen 
gadgets, some of which are mount- 
ed on perforated board panels on 
the counter, others displayed loose, 
may be located alongside the cash 
register for one week. 

The following week, the old dis- 
play is moved to a table top on the 
opposite side of the department. A 
display of pots and pans then is 
moved to the premium cash regis- 
ter spot. 

Small appliances displayed dur- 
ing one week on a gondola near the 
store windows to benefit from pass- 
ing traffic outside, may flank a 
major appliance display at the rear 
of the store the following week. 

No set schedule is followed for 
making these changes. Instead, 
Mr. Nylander keeps track of the 
time a display went in place and 
then sees that the display is moved 
the following week. 

This means extra work, but in- 
asmuch as it has been directly re- 
sponsible for a highly satisfactory 
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How to boost houseware sales: 


sales increase, this dealer doesn’t 
shy at putting in the extra time. 

He keeps a record of the best- 
selling spots in the store for va- 
rious housewares items. He checks 
this record when he is preparing 
for a special sale or the housewares 
department turnover needs some 
power put into its selling. 

One sure-fire point which has 
been thoroughly proven is_ that 
nothing is more likely to stimulate 
interest in a new housewares prod- 


Change locations 
Use spot displays 





uct than displaying it in an unex- 
pected spot. 

Consequently, a new small elec- 
trical appliance, for example, may 
appear in the tool department in- 
stead of alongside other house- 
wares. The housewife shopping 
for a gift for a husband, looking 
for paints, builders’ hardware, etc., 
is not only surprised at seeing the 
item at this point, but is likely to 
start asking questions about it. 

© End 





Sign shaped like hammer 


serves as eye-catcher 


Located in a small shopping dis- 
trict in Long Beach, Calif., is 
Circle Hardware. 

Only a few customers are within 
walking distance. Nearly all arrive 
by car. 

To let the hurrying motorist 
know a hardware store exists, it is 
necessary to do more than tell him. 
The announcement must shout. 

That is what the huge hammer 
sign on top of the building does. 
It shouts “Hardware.” At night, 
because of the neon outline, it is 
even more effective. 

Circle Hardware claims to be 
the proud owners of the world’s 
largest hammer. It is 35 x 6 feet. 


Owners of this store believe they have 
the world's largest hammer. > 
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De xall offers 


TRADE MARK 








you 


bigger profits in paint sundries 


The Dexall man 
brings you a NEW line 
of high-profit items! 


The Dexall dealer makes 
big profits from one A 


single-source inventory! 


Dexall Products are 


nationally advertised in Better 





Homes & Gardens, American 
Home, Popular Mechanics, 
Popular Science. All of these 7 

: Y 
magazines are read by the 
best prospective customers = 


in your City. 


Eypest.a. profitable call, 


Dexaill...soow! 





DESHLER PRODUCTS, INC. 
Deshier, Ohio 
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Dexall makes home “fix-up” jobs 
perfectly easy for your customers! 


Dexali Brush Cleaner 
Renews hardened brushes .. . 
softens all paints. Nonflammable 
+ « « re-usable. 


ee 
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GLAZING 





Dexalil Caulking Com- 
pound — Tough elastic seal 
that lasts for years. Use inside 
and out on wood, masonry and 
metal. Knife and gun grades. 


Dexall Hold-Tite Glue 
Ideal all-purpose glue. Dries 


clear . . . won't stain. Non- 
spillable “squeeze bottle" pre- 


vents waste, 





Dexali Tack Rag 

Indispensable aid to fine paint- 
ing. One wipe-over picks up 
all dust, dirt and sanding par- 


ticles. Use it again and again. 








Dexali Glazing Com- 
pound — Extra high quality 
. for glazing windows on 
wood or metal sash. Remains 
elastic . . . will not crack. 

















Dexali Wood Bieach 
The easy way to blecch any 
natural wood . 
woodwork, floors. Will not harm 
even the finest woods. 


. furniture, 





Dexall Patch Paste 
spackling com- 
pound for cracks, 


Ready - mixed 
breaks, 
gouges in plaster or wood. Will 
not shrink or crack. Applies 
easier, bonds tighter, gives 
smoother finish. 














ole’s 


new warehouse 


The Vander Horsts, Lloyd on left and Allston on right. 


How a Baltimore hardware wholesaler made a complete recovery in just one 


year after a 100 percent fire loss, with modern equipment for handling goods 


This is the entrance to the new warehouse of Wm. H. Cole & Sons, Baltimore wholesaler. 


Wholesaler Wm. H. Cole & Sons Co. has been in 
business a long time at Baltimore. To be exact, 106 
years. 

This wholesaler serves dealers in Maryland, Dela- 
ware, tidewater Virginia, lower Pennsylvania and 
has weathered wars, panics, depressions, the great 
Baltimore fire of 1904. 

Last year, on Oct. 10, a blaze swept Cole’s ware- 
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house in the heart of Baltimore. The fire chief heard 
there were 400,000 rounds of ammunition stored in 
the warehouse. He decided not to try to save anything. 
The risk of explosion was too great. 

Wm. H. Cole & Sons Co. was completely wiped out. 
But not for long. 

In just eight days time, partners Allston and Lloyd 
Vander Horst set up headquarters in nearby buildings. 
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They were determined to remain fully operative as a 
wholesaler. 

The Vander Horsts had plenty of cooperation. 
Nearly all suppliers volunteered speedy delivery and 
30-60-90 credit extensions with no loss of terms or 


site was just far enough out to be close to the city 
but away from traffic snarls. 

In less than a year a 42,500 sq ft warehouse and 
office building was built, stocked, and put into full 
operation. 


discount. 


When business began to hum again the Vander 
grandsons of founder Wm. H. Cole, im- 


Horsts, 


mediately looked around for a new warehouse site. 
They bought 3%, acres about seven miles out of 
congested Baltimore on the Pulaski Highway. The 


Q. How many people did you 
employ at the old warehouse? 

A. Oh, about the same as now, 
47. We used 10 of them in office 
jobs, the others were in the ware- 
house. 


Q. And is the new building 
larger than the old one? 


A. Yes, but not much... about 


Six trucks can be handled at one time at this dock at the new Cole warehouse. 


5000 sq ft, or 7 percent. Our in- 
ventory is little heavier here. 


Q. Shouldn’t you be able to op- 
erate with fewer people in a 


streamlined, one-story building? 


A. Yes, we should, if we were 
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An open-house barbecue on Oct. 29 of this year 


Horsts: 


working at maximum efficiency. 
But we aren’t thinking in terms of 
cutting down on employees. We 
hope to gradually increase volume 
without adding new help. When 
we get all of the bugs out of new 
operation this should be possible. 
That’s where the savings will 
begin. 


Q. You speak of “getting out 


the bugs,” your setup seems to be 
working efficiently. 

A. Well, we’re trying many new 
ideas to cut out waste time and 
motion. We aren’t fully satisfied 
that we have the best arrangement 
as yet. 

For example, we think we would 


marked the formal opening. Hundreds of dealers and 
store personnel attended. 

Here is a description of the new warehouse and its 
operation based on an interview with the Vander 


have more efficiency if we had our 
stock aisles closer to the order as- 
sembly area, instead of facing the 
receiving-shipping doors. And we 
think we’ve got to keep our work 
areas completely free of stock of 
all kinds. As you can see, they are 
somewhat cluttered now with bulk 
items. 

We have room to spare with 16 
ft high ceilings, custom built stor- 








age racks, adjustable steel bins, 
and pallet adapters. We’ve just got 
to use the space more efficiently. 


Q. Then you are on a sort of 
“shake-down cruise”? 


A. Exactly. We’re flexible, and 
we know there are dozens of ideas 
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Cole’s new warehouse 


Fork lift truck and pallet adaptors make 
(Continued) possible storage right up to the roof 
line. 





we haven’t thought of yet to im- 
prove our all-around handling and 
systems. We’re sure we'll try many 
plans and systems before we are 
satisfied that we’re getting the 
most for our money. 


Q. What would you say is your 
single biggest problem here? 
A. That’s easy. Personnel. 


Q. Isn’t Baltimore a rich and 
varied labor market? 


A. Yes, and that’s the trouble. 
Each time we interview a replace- 
ment person, we find that we’re the 
one who is being interviewed. 

The young fellows sit across our 
desk and want to know what we 
have to offer . . . how much vaca- 
tion, sick leave, hospital protec- 
tion, insurance, coffee-break time, 
etc., that they'll get. 

It’s difficult to compete with 


Combination will-call desk, show room, and order checking department. 
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Prizes, gifts and Hooker’s packaged promotion program brought 
more than 1000 people to the grand opening of Diversey Paint & 
Supply Co. Shown with some of the prizes are, left to right, Harry 
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Render, William Donovan, Hooker sales representative, and Hank 
Render. In addition to owning this new store, the Renders also 
operate one of the country’s largest paint contracting firms. 


40 years of paint contracting experience 
tell why Renders chose Hooker line 


Heads of one of America’s largest 
aint contracting firms—men who 
aie aint best and have tried 
them all—chose Hooker line exclu- 
sively for their new retail paint out- 
let. eve’e why they did. 
Max, Harry and Hank Render are suc- 
cessful paint contractors and have been 
for more than 40 years. Their firm, Fed- 
eral Painting Co., Inc., is one of the 
largest in the country. 

These are men who know paint. They 
know brands. They know performance. 
And they know what to expect from a 
product. 

Recently, the Renders decided to 
branch out into the retail paint field. 
Naturally, they were besieged by paint 
company representatives. Dozens of sales- 
men tried to get their lines into the 
Render’s new Diversey Paint & Supply 
Co. store. 

But the Renders chose Hooker over all 
of them! And for these good reasons. 


The dealer is most important factor 


From their own long experience, proved 
by surveys, the Renders know that brand 


3 big idea files containing 


UE cal cere ae aes 


Hooker dealers showed BiG paint sales 
increases. Just mail the coupon today. 
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name isn’t the most important factor in 
making a paint sale. The dealer’s special 
knowledge and recommendation deter- 
mines a paint sale—7 times out of 10. 
Quality is important, too 

In their highly successful paint contract- 
ing business, the Renders have used 
more than 100 brands of paint—includ- 
ing Hooker. They know from first hand 
experience that Hooker quality is second 


to none. And quality is necessary to build 
repeat business. 


Wide range of colors that sell 

Today’s customers demand color match- 
ing, a simple matter for the Renders who 
are experts. This skill, coupled with 
Hooker’s complete line of colors, makes 


it possible for the Renders to mix, match 
or make any color. 


“Talking labels’’ help 

self-service selling 

Hooker’s brilliant and colorful “talking 
labels,” with their descriptive information, 
help keep store trafic moving quickly. 
Hooker margins are bigger 

It takes more than volume to make a 


HOOKER GLASS & PAINT MFG. COMPANY 
659 W. Washington Bivd., Chicago 6, Ill., Dept. 1 


Gentlemen: 


Name 


|! understand your merchandising program for hardware and paint 
stores, lumberyards, etc., has been very successful. Please send me the details on 
this program, your 3 BiG idea files, as well as your new color cards. 


profit and Hooker helps the Renders ob- 
tain a big share of both. With the Hooker 
line, profit on every can of paint is bigger. 
Hooker prices are competitive, too, with 
the best selling brands in your area. 


Pre-tested merchandising- 
promotion package 


Right from the start, the Renders got 
help in planning and staging their store 
promotions—prizes, free gifts, page ad- 
vertisements, window streamers, the 
whole package that makes for a success- 
ful grand opening. But that’s not all. 
With every special promotion and each 
follow-up ad, the Renders will continue 
to turn to Hooker for help. Hooker’s 
proven promotions have been developed 
over the years and are guaranteed to 
work. This packaged program contains 
everything a paint dealer needs to con- 
duct strong local promotions all year. 


These are only a few of the 
reasons why the Renders, 
men who know paint best, 
chose Hooker. May we 
explain the complete 
program to you? 





Business Name 








Address 





City 
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HUSHFLO 
Toilet Valve 
is actually 


SILENT 


because 
it operates on a 


NEW HYDRAULIC 
PRINCIPLE... 














Gradual | 
closing of old style aL 
compression valves . =... 
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causes hissing and 
sizzling noises. 


The HUSHFLO 


Diaphragm Valve 
moves from 
fully open 
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HUSHFLO fills the tank 
faster. Diaphragm shuts off 
flow by quick hydraulic 
action. Operates on 5 to 
200 lb. water pressure. 
i Metered overflow lets just 
Sem the right amount of water 
into toilet while tank is 
filling, conserving water 
previously wasted. Simple, 
rugged ... will give many 
years of trouble free serv- 
ice. Stock up now and be 
ready for the rush. 


RUMAR MANUFACTURING CORPORATION 


5 Broadway, Buffale 12. New York 











Cole’s new warehouse 









(Continued) 


heavy industry for help, especially 
when the applicants apparently 
have no plans for the future. 


Q. How do you handle an order? 
How long does it take to ship? 


A. Almost without exception, we 
ship completed orders via one of 
our several trucks within 48 hours 
of receipt. And every shipment 
carries an invoice. We don’t be- 
lieve in packing slips to be fol- 
lowed later by invoices. 

We’ve never called this pre-bill- 
ing, but that is what it amounts to. 

A typical order that comes in 
from one of our 14 salesmen, or by 
mail or telephone is first credit 
checked by Mr. Curran, our credit 
manager. Incidentally, Mr. Curran 
is a 56-year veteran with us. 

When credit has been cleared, 
the order is given to a stock picker 
to assemble for shipping. As soon 
as this man finishes filling the or- 
der, it is wrapped and packed for 
shipment. 

The original order form is then 
checked and extended, and sent 
into the office. There the informa- 
tion is copied onto invoices on an 
electric typewriter. Back orders 
are noted, and the finished invoice 
and packing slip are routed back 
to the order assembly area to be 
matched with the shipment. 

Finally, invoice and shipment 
are routed to the next truck sched- 
uled for the area of that particu- 
lar store. Whole process takes 48 
hours at the most. 


Q. How many trucks can you 
handle at one time? 


A. Well, we have six loading 
doors. One is for will-call. The 
others can handle just about any 
size truck there is. 


Q. Where do you stock your 
fastest turnover items? 


A. We follow the basic pattern 
for this type of item in newer 
warehouses. 

That is, bulk items and slow 
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items are stocked to the far sides 
and rear of the building. The 
smaller bins holding the fast turn 
items are nearest assembly points 
and loading docks. 


Q. How do you control your in- 
ventory ? 


A. We buy based on stock 
counts made regularly on inven- 
tory sheets that are completely 
self contained on a single sheet of 
paper. Each form shows current 
stock counts, orders, receipts, and 
full information about the items 
and suppliers. 

Here, again, we may make 
changes. This inventory system is 
probably adequate, but if another 
comes along that proves better, 
we'll make a change. 


Q. Did you carry anything over 
from the old building? 

A. No, nothing. All office equip- 
ment, bins, warehouse-receiving- 
shipping equipment and mainte- 
nance devices are new. When we 
make fuller use of them, we'll be 
able to handle lots more volume 
than presently. 


Q. How about a brief rundown 
on construction of the new 
building? 

A. Well, the building takes up 
just about one acre of our 34- 
acre site. The rest of our ground 
is for the future. We have poured 
concrete footings ranging from 4 
to 6 ft. We’re sprinklered, and that 
keeps insurance low ... less than 
8¢ a foot. 

We used glazed brick over block 
walls. We have a 4-in., steel-rein- 
forced, concrete floor and pillars 
of steel, filled with concrete. We 
had our built-up roof especially 
insulated to cut down on fuel bills, 
and to keep warehouse cooler in 
the summer. 

Each of our six truck doors is 
on a slightly different ground level. 
That lets us handle various size 
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alin ee Wagons Railroads 
Tavern Signs ; apa 
No. 8925/2-3331 No. 148/z-3333 ge Psy ogy 
11 oz. Pilsner 14 oz. Beverage _ Trademarks @ oz. Vocktal 
No. 147/z-3329 
10 oz. Beverage Hitching Posts 


No. 152/z-3332 
9 oz. Old Fashioned 


“AMERICAN ANTIQUES”. 


patterned for today’s living 





Attractive display unit provides visi- 
bility from both sides for effective 
: ; counter or window display. 
Gaily decorated in 22k gold designs, Libbey’s new American 
Antiques pattern is highly popular with modern hostesses. Every 
glass becomes a conversation piece, recalling the American life 
of long ago. It’s every-day crystal at its finest . . . Libbey Safedge 
Glassware for every-day use for the whole family to enjoy. 


American Antiques is just one of the many lovely patterns 
which have made Libbey Safedge Glassware the favorite 
everywhere. Shoppers know the quality behind the Libbey 
name, and are further assured by the famous Libbey guarantee: —_ American Antiques 


« i ‘ ; . ser *Q, > — is gift boxed in sets of 8. 
A new glass if the rim of a Libbey ‘Safedge’ Glass ever chips. ‘iiiliees octal ob uiethes GSU tes & 


Stemware at about $5.95. Gift boxes 
make attractive point of sale 
displays, too. 


Full-color advertising in BetrER HOMEs & 
GARDENS, Lire, House BEAUTIFUL, HousE 
& GARDEN, and Livinc For YouNG 
HoMEMAKERS, builds demand for Libbey 
Safedge Glassware .. . brings customers to your 
store to get it. Display material, advertising 
mats, and other merchandising material, are 
available to help you profit from the Libbey line. 





LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIsS 


AN (1) PRODUCT GENERAL OFFICES « TOLEDO 1, OHIO 
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Mr. Wholesaler oe 
Cole’s new warehouse 


What happens to your profit on § (Contin 
1000 sales of Industrial Hardware? Siesta 


Our offices are air conditioned, 
and we're heated by gas. 

All of our bins and racks are 
steel, and adjustable. Our mini- 
mum aisle space is 4 ft, with main 





lf you buy piecemeal If you buy from the 


from 10 sources 1 source that offers aisles running up to 12 ft. 
a complete line We use hand trucks with shelv- 
ing and safety-lock feet for order 
Be picking. We use a fork lift for han- 
ol dling pallets. We’re making heavy 


use of steel pallet adavtors. These 
units let us store pallets roof high 
without danger of crushing. 

About half the warehouse is in 
bins, the rest in pallet storage. 
We can stack pallets three or four 
decks high, because we don’t have 
a lot of ceiling space wasted by 
heat and water lines. 

We are thinking about adding an 
1 invoice intercom system to speed things 





Invoices, typing, 

















. : a bit. is will cost us about 
bookkeeping, up a bit. This will cost us a 
cuhaiaiin P g 110 the typing, $900, but we think it will be a 

elep a bookkeeping, profitable investment. ® End 
telegraphing telephoning, ——_— 
deliveries, etc., etc., etc. Price-grouped displays 
etc., etc., etc. 1/10 the trouble. help promote toy sales 
A mid-western store with a 52- 
If you make money You can make week toy display in its basement 
after all that money by just st juvenile items by types, 
and by prices. 
5 Md . . ° 
you rea genus. being practical. Large signs top these sections 


so that the person wanting $1 
items knows just where to look. 

Large signs are supplemented 
by individual price markings on 
each toy throughout the section. 
As a result of this marking plan 
there is never any doubt in any- 
one’s mind as to an item’s price. 


We would like to show you how concentrating on 


Anchor Brand Hardware will pay off in several ways. 





How to find chain ends 

Davis Hardware, Fayetteville, 
Tenn., bolts on 18 in. length of 1x2 
upright to the inside of a keg to 
display chain and keep the end of 
a coil in sight. 

A heavy hook screwed near the 
top of each upright suspends the 
end link of chain where it may be 
easily seen. 

A heavy tag on each hook gives 
price and other information. 














NORTH & JUDD 


Manufacturing Company 


New Britain, Connecticut 
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You can count on prompt delivery when you order 
Bethlehem fasteners. That’s because we keep huge stocks 
of general-line fasteners on hand to meet the needs of 
your customers. 


You can choose from such a wide variety of items, 
because Bethlehem makes them all. Machine bolts. Carriage 
and lag bolts. Plow bolts. Nuts. Cap screws. We make 
these and other fasteners in a complete size range. 

Bethlehem fasteners are good, dependable fasteners. 
They’re the kind your customers will like. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coost Stee 
Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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3" Coat Hook with Fiat 
Head Steel Screws 


Lacquered Brass, 
Nickel, Chreme Plated 
or Bright tridite 
Finish. 







hs ne \?) 
GRIES E-Z A, 


one-piece 


CUP HOOKS 


Packaged one : 
hundred per box & 
in & popular sizes, 
‘ V2" to 1'%4". 

3 Nickel or brass 

= finish. Also 
popular /" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
|= UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 
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JOBBERS: write today for catalog pages, 
prices on GRC's full line of fast selling 
hardware items. 





DEALERS: see your 
obber salesman for 3 
mmediate delivery. fe. 
GRIES REPRODUCER CORP. 


W orld's foremost producer of small die castings 
161 Beechwood Ave., New Rochelle, N. Y. 


Phone: NEw Rochelle 3-8600 ej 








Here is an idea to use impulse sales 


to boost your volume in pet 





department 





Bird seed and feeders can be a more 
profitable item if displayed with a little 
imagination. 

This was proven in Springfield, Mass., 
when a sales girl at Carlisle’s 16 Acre 
store suggested that a live tree be brought 
in as a merchandising prop. Now custom- 
ers serve themselves right from the dis- 
play. 

Carlisle’s started late in the season last 
year, so this year had the display set up 
by Sept. 20. It bought one ton of wild bird 
seed. What seemed like a large order is 
already moving fast enough to justify the 
decision. 








HARDWARE AGE, DECEMBER 5, 1957 














“A Good Line to Handle” 
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[ 













e. 





| 


Ley . sa 
ant ~ 2 « . oy) 
~ ~ » re. Sa eat 
2 £ 7 me . 
: . y ~ + 
hee : =: P aS 
~ Pe . 
Ne ; x % 
- oa y PN aS 
et 25 be 
>» ae 2 = 
¥ © 
Fs 


Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder's Special F 
Cat. #540 . 


Wrought Steel Butts 
Cat. #R240 


You’ll find the trade saying “‘Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . . . and most im- 


portant the customers like the products.” 


Display them and you’ll sell them—Griffin 
in any 


Hinges ... order by the carton... 
selections your customers want. 


NEW VISIPAKS=—Order by the 
carton of individual carded items. 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. 
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ERIE, PA. 








BULMAN 


m COSTS LESS — 





For OLD OR NEW, SMALL 
OR LARGE STORES 


LOWER INITIAL COST 


It costs no more to get the best! 


LOWER MAINTENANCE 


Your investment lasts you longer! 


LOW DOWN PAYMENT 


Finance your equipment through the factory! 


FACTORY GUARANTEED 


Bulman stands behind every store plan! 














PLUS sTORE ENGINEERING 
AND MERCHANDISING KNOW-HOW 


No one else can match the Bulman engineer's 
background of proved experience .. . over 
| 30,000 Bulman installations are paying off. A 
Bulman engineer will help you with location, 
| lighting, color styling, stocking and the “‘do’s 
| and don’ts’’ of merchandising to help you geta 


=> eo 2% INCREASE* 


*National sales increase in Bulman engineered stores. 























Grand Rapids, Michigan 
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New Edger Design 
Rolling Profits Your Way! 


GARDEX ROTARY 
GRASS SHEARS 


« Featuring 
the exclusive 


* 
= BARREL SHAPE 
° ROLLER! - 


Model! 410 


*5.98 


Suggested Retail 
(Slightly higher far West) 
Packed 2 to carton 
Shipping wt. 8 Ibs. 








Better GRASS Traction 


Barrel roller and heavy duty 
parallel-ribbed Neoprene tire 
gives non-slip traction on 
grass. 


Better SLOPE Traction 


Not just the thin edge of a wheel 
(as on al! wheel edgers) but 
full, positive bearing surface 
with the barrel roller. 


Better WALL Traction 
Tilt it right—ti't it left—it shears 
clean to the wall with positive 
traction from the exclusive bar- 
rel roller. 








Patent Pending 


Redesigned, perfected and now made by 
America’s leading garden tool specialists 


Does every edging and trimming job faster .. . neater 

. easier with the Barrel Roller! Reaches hard-to- 
get-at-places easily. Reversible—can be used in either 
direction. Positive traction on any terrain. Mahogany 
finished 4’ handle. 18-point star wheel. Dual shear 
blade with constant, adjustable tension-spring action. 
Heat treated —self-sharpening —rustproof. Heavy 
steel handle brackets. 


Write today for Rotary Grass 
Shears folder and complete new 
1958 Gardex Garden Tool Caia- 
log. Sent FREE! 


GAR DEX ie 


501 N. Carroll Ave., Michigan City 12, Indiana 











WASHINGTON) 


NEWS. 


(Continued from page 10) 





Farmers may be in better 
Spending mood next year 


If you’re in a farm area, chances 
are your customers will be able to 
buy more goods next year. 

The Agriculture Dept. reports 
1957 crop production was at a rec- 
ord high. 

Next year, the department pre- 
dicts, farm output should be just 
as high. Farm income should be 
even higher. 

Another factor which should 
boost farm income in coming years 
may be higher soil bank payments. 

The department is studying plans 
to nearly double the amount paid to 
farmers to take acres out of pro- 
duction. This would add to farmers’ 
income without hurting their nor- 
mal income from plantings, the gov- 
ernment believes. 


Congress checking to see if 
you have loan difficulties 


Are you having trouble getting 
business loans? 

Congress seems to think so. 

The House Small Business Com- 
mittee has started hearings to find 
out what troubles, if any, small 
businessmen have in borrowing 
money. 

The House unit believes small 
businessmen are being caught in a 
credit squeeze. It thinks that the 
high cost of credit has made it dif- 
ficult for small businessmen to get 
needed working capital. 

The committee hopes to work out 
recommendations to ease this situ- 
ation from what it learns at its 
hearings. 


Tariff rate on imported 
spring clothespins raised 


President Eisenhower has issued 
a proclamation raising the duty on 
imported spring clothespins by 10¢ 
a gross. 
The new tariff rate will be effec- 
tive Dec. 9. 
(Resume reading on page 11) 


HARDWARE AGE, DECEMBER 5, 1957 




























NEW HEILIG DISPENSER-CONTAINER 
REVOLUTIONIZES WIRE SCREEN SELLING! ... 


ae. 


Saves Time, Money, Screening-Roll Stays in Carton—Easy to Cut 
—No Loose Pieces—No Screen Damage 








New speed and handling ease for all future 
wire screening retail sales are provided 
by Heilig’s new Dispenser-Container. 


This carton opens in a flash. The _ 
roll remains in the carton. Screen ill ' 
is reeled out as you need it. Always nem 
stays flat. Simple to measure and 
cut accurately. Roll is stored in the 
carton. No loose pieces. No screen 
damage. Convenient inventory chart 
printed on each container. — 





To get the best and save the most, stock 
Heilig Screening in the new Dispenser-Container. 


HEILIG BROTHERS COMPANY 
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SMOOTH-ON 4” 
AD. MANAGER’ “ 





“No, you are not supposed to be a plumber. We want to show that even an average housewrfe 
can use Smooth-On, the high temperature iron cement that expands as it sets.”’ 


Smooth-On Manufacturing Co., 572 Communipaw Avenue, Jersey City 4, N. J. 
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Fast turnover 
with the home repair 
eo} gelolelonamaal-tamad ¢—1— 
eo} g-Leondior-aih am-tah aceliare 


Plastic 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales aids available 


“PLASTIC STEEL:is the reg. trade 
mark for Devcon Corporation s 


ul tiel Muted (elle Mele Mil lem aol) rol lare 
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WHOLESALER OR WRITE 


- DEVCON CORPORATION 


rT O10 Mm —taleilorelim-jig-1=) | 
Danvers, Mass. 
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Convention Calendar 


1957 1958 








conventions shows conferences 











Convention Check List 














For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 

























































1958 


5 Connecticut Hardware Assn. 
5-6 Emery - Waterhouse Co. Open 


January House, Portland, Me. 
5-7 Ace Hardware Corp. Annual 8-10 Alabama Retai! Hardware Assn. 

Convention & Exhibit, Chicago 9-10 Emery - Waterhouse Co. Open 

5.7 lilinois Retail Hardware Assn. House, Manchester, N. H. 
6-8 Minnesota Retai! Hardware 9-11 California Reta Hardware 

Assn. Assn. 

6-8 Western Retail Implement & 9-11 Tri-State Hardware & Imple- 

Hardwore Assn. ment Assn. 

12-14 Hibbard, Spencer, Bartlett & 9-11 Virginia Retail Hardware Assn. 

Co. Annucl Merchandise Show 10-12 Ohio Hardware Assr 

& Convention, Evanston, Ill. 10-12 Our Own Hardwore Co., Con . 
12-16 Stan Textile & Hardware Co. vention, Minneapolis 

Sports Carnival, Philadelphia 10-12 Marshall-Wells Co. Conventi 
16-23 National Housewares Exhibit, Duluth 

Chicago 11-14 lowa Retail Hardware Assn. 
19-21 Intermountain Assn. of Hard- 11-14 C. Y. Schelly & Bro., Inc., Sprina 

ware & Implement Dealers Merchandise Show, Allentown, 
19-22 Texas Hardware & Implement Po. 

Assn. 16-17 Arkansas Retail! Hardware Assn. 
21-23 Missouri Retail Hardware Assn. 16-18 Northern Wholesale Hordware 
21-23 Mountain States Hardware & Co. Convention & Merchandise 

Implement Assn. Show. Portland. Ore. 

26-27 W. Bingham Co. Spring Mer- 16-20 Gift Show. Dallas 

chandise & Sporting Goods 16-22 Decatur & Hopkins Co. Spring 

Show, Cleveland Open House, Boston 
26-27 oe lg Retail Hardware Assn. 17-19 Morshall-Wells Co. Convention, 
26-28 Pacific Northwest Hardware & Portland, Ore. 


Implement Assn. , 
. - Pe } ' > Int Cc a 
27-28 American Hardware Supply Co. 7-49 : vee vania & ™ antic Sea 
? boord WHoardware Assn. 
Merchandise Fair & Stockhoid- r ae ee fs 
ers’ Meeting, Pittsburgh -20 OOware Assn. ee 


27-28 Wisco Hardware Co. Annual iain fag 
Merchandising School & Show, 18-20 Michigan Reta rieradwore 
Madison Assn. 

27-29 United Hardware Distributing 18-20 Pacific Southwest maraware 
Co. Convention & Annual Meet- Assn. 
ing, Minneapolis 22-24 New England Hardware-House- 

27-30 Janney, Semple, Hill & Co. An- wares Show, Boston 
nual Retailers’ Conference, 23-24 Mississippi Retai Hardware 
Minneapolis Assn. 

28-30 Indiana Retail Hardware Assn. 23-25 Tennessee Retail Hardware 

Assn. 
February 23-25 West Virginia Hardware Assn. 
2-3 Rice & Miller Co. Open House, 24.96 Marshall-Wells Co. Convention 
Bangor, Me. Spokane | 
2-4 eager Garden Supply Show, 27-28 Marshall-Wells Co. Convention, 
ew or 1 ee 
2-4 Nebraska Retail Hardware eitings, Mont. 
Assn. March 
2-4 North Coast Retail Hardware 


2-4 Pacific Southwest Hardware 
Assn. Hardware & Housewares 
Exhibit, Phoenix 


Assn. 
2-4 Oklahoma Hardware & Imple- 
ment Assn, 


2-6 Nationa! Sporting Goods Assn. 2-5 Gift Show, Denver 
Convention & Show, Chicago 9-13 Gitt Show, Bostor 

3-5 New York State Retail Hard- 10-19 American Toy Fair, New York 
ware Assn. 16-18 Fiorida & Georgia Retail Hard 

4-6 Kentucky Retail Hardware Assn. wore Assns. 

4-6 Wisconsin Retail Hardware 23-25 South Dakota Retail Hardware 
Assn. Assn, 














National Events 


American Toy Fair, March 10-19. permanent exhibits at 200 Fifth 
Temporary exhibits at Hotels New Ave. and 1107 Broadway, New 
Yorker and Sheraton - McAlpin; York. Toy Mfrs. of the U.S.A., Inc., 








(angie SPRINKLERS 
i LIST PRICE 
ce 
2 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 3%," pipe 


$80 


UNION VALVE (Non-Union $2.80) $380 


Swivel seat for long life, %4"" pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustabie, solid brass ’ 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


$116 


i= 
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OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1-2108 


ONLY Dayton Floats 
have bs GREEN 


bh <—~“capt 





1460 NAUD ST. ® LOS ANGELES 12, CALIF. © CApito! 















— 
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Our National Advertising tells 
millions of fishermen to... 


Look for the float with 
the GREEN CAP! 


Be sure it is on your counter when they look! 





e_«* 





Ask your Jobber 
about Dayton’s full 
line of floats 


Dieglon BAIT CO. 


2701 S. Dixie Drive 
Dayton 9, Ohio 








In Canada: Dayton Bait Reg., 11580 Poincare St., Montreal 12, Quebec 
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INCREASE 
YOUR 


PROFITS 


with Heesier TARPAULINS 








Only they offer you: 
© TOP QUALITY TARPS 
@ SAME DAY SHIPMENT 
® LOWEST JOBBER PRICES 


PLUS these & 


ina 4 


All seams are double lock 
stitched for extra 
strength. 


















All corners are rein- 
forced with extra ma- 
terial. 

















x_s 
~~ ea 


Hemmed on all 4 sides 
with reinforced grommets 
every 3% to 4 ft. apart. 





~ 
. 
- . 
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. 





Your orders will be shipped the same 
day they are received from Hoosier’s 
stock of 25,000 Tarpaulins in 42 popu- 
lar sizes and 5 different weights. 


Become’ a Hoosier Distributor Now. 
Order your stock of Hoosier Tarps for 


| the big selling season just ahead. 







CALL COLLECT! 


Telephone: Indianapolis 
MElrose 2-9451 





Write for complete information on Hoosier’s New 


Jobber-Distributor Tarpaulin Sales Program. 












HOOSICH _ TARPAULIN & CANVAS GOODS CO., INC. 


1302 West Washington Street Indianapolis 6, Indiana 


Yes, please send us complete information how we can 








definitely increase our profits by selling MHeesier 
Tarpaulins. 

NAME 

NAME OF HARDWARE STORE 

STREET ciTy STATE 




































































70 








GREENLEE 


another reason why you profit from 


ASSURED QUALITY 


Greeniee Tools for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


PEK 






FREE . ee HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply deolers . . . send 

request on your letterhead. 


GREENLEE TOOL CO. 
1812 Herbert Ave., Rockford, Ill. 


© Electric Drill Bits © Chisels and Gouges 
Expansive Bits © Drawknives © Other fine tools 





Convention Calendar 





(Continued ) 


200 Fifth Ave., New York 10. 


National Garden Supply Show, Feb. 
2-4, at the Coliseum, New York 
City. Sponsored by D. Murray 
Franklin, 1901 St. Paul St., Balti- 
more 18. 


National Housewares Exhibit, Jan. 
16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the Nationa] 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6 at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


W. Bingham Co. Spring Merchandise 
and Sporting Goods Show, Jan. 26- 
27, at company warehouse, 1278 W. 
Ninth St., Cleveland. 


Decatur & Hopkins Co. Spring Open 
House, Feb. 16-22, at company dis- 
play room, 93 Berkeley St., Boston 
16. 


Decatur & Hopkins Co. Spring Open 
House, Feb. 16-32, at company dis- 
play room, 93 Berkeley St., Boston 
16. 


Emery-Waterhouse Co. 7th Annual 
Open House, Feb. 5-6, at company 
warehouse, 145 Middle St., Port- 
land, Me., and Feb. 9-10 at com- 
pany warehouse, 1111 Candia Rd., 
Manchester, N. H. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 16- 
18. Sessions, hotel headquarters 
and exhibit at Roosevelt Hotel 
Jacksonville, Fla. W. W. Howell, 
P. O. Drawer 1000, 1640 Plant Ave., 
Waycross, Ga. 


Gift Show, Boston, at Statler Hotel, 
March 9-13. George F. Little Man- 
agement, 220 Fifth Ave. New 
York 1. Dallas, at Hotel Adolphus, 
Feb. 16-20; Denver, at Hotel 
Albany, March 2-5; Phoenix, at 
Hotel Westward Ho, Sept. 28-30. 
Allied Exhibitors, Inc., 3832 Wil- 
shire Blvd., Los Angeles 5. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 18-20. Sessions and 
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hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Merchandise Show & Conven- 
tion, Jan. 12-14, at company ware- 
house, 2201 W. Howard St., 
Evanston, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 27-30, 
at Leamington Hotel, Minneapolis. 


Marshall-Wells Co. Conventions, Feb. 
10-12, at company warehouse, 301 
S. Lake Ave., Duluth; Feb. 17-19, 
at company warehouse, 1420 N.W. 
Lovejoy St., Portland, Ore.; Feb. 
24-25, at company warehouse, 131 
E. Main St., Spokane, Wash.; Feb. 
27-28, at company warehouse, 1300 
N. Sixth Ave., Billings, Mont. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Boston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 





HARDWARE HUMOR 


"Why wouldn't plain hooks do? We 


have our own flies." 
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OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 


The ALL-NEW 


UNION MT-7 
Super Steel 
MACHINIST'S CHEST 


A Proved 
Sales Leader! 


UNION has translated the basic de- 

sign of the famous UNION B-20 

quartered oak Chest. into sturdy, 

streamlined steel. The result is the 

MT-7 . . . the first really new Machinist’s 

Chest in years...a Chest painstakingly designed 

and built to include every wanted feature .. . 

ultra-modern appearance... rugged construction 
. increased capacity . . . easier accessibility. 


CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 
stock orders now! 


JOBBERS: 
DEALERS: 


Write for literature and 
prices on the New MT-7 


STEEL CHEST CORPORATION 


LE ROY, NEW YORK 





SELES. 






MEER ION ange 


SELL CASTERS 


Hang them on pegboards! Pile them in 
glass bins! These new cards of popular, 
inexpensive Bassick casters work hard for 
sales. 

Each card displays one set of four 
casters along with pictures of likely appli- 
cations, sales features and instructions 
for installing. That way your customers 
can see and sell themselves—a good way 
to pick up impulse sales, too. And, of 
course, all these newly carded casters are 
still also available in box packaging. 
Check your wholesaler now. THE BASSICK 
COMPANY, Bridgeport 5, Connecticut. In 
Canada: Belleville, Ontario. 7.24 


A. 9428S-OCE Crib or tea wagon 
caster; 2” soft rubber tread wheel 

B. 7639B-E* Standard light-duty 
156” stem caster 

C. 5639B-E* Standard light-duty 
1%” stem caster 

D. 5629B-E* Swivio light-duty 1%4” 
plate caster 

E. 7629B-E* Swivio light-duty 156” 
plate caster 

*“Atiasite” Wheel 


Bassick 


SYMBOL OF EXCELLENCE 


















Convention Calendar 








quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., 
Tacoma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Our Own Hardware Co. Convention, 
Feb. 10-12, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis 1. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multnomah Hotel, Portland, Ore. 
J. Malcolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Rice & Miller Co. Open House, Feb. 
2-3, at company warehouse, 78 Rice 
St., Bangor, Me. 


Stan Textile & Hardware Co., 40 N. 
Second St., Philadelphia 6, Sports 
Carnival, Jan. 12-16. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., Annual Spring 
Merchandise Show, Feb 11-14, at 
Exposition Building, Allentown. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


United Hardware Distributing Co., 
2432 N. Second St., Minneapolis 11, 
Convention & Annual Meeting, Jan. 
27-29, at Minneapolis Auditorium. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at 
Municipal Auditorium, Kansas City, 
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Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


Wisco Hardware Co. 3lst Annual 
Merchandising School & Sales 
Show, Jan. 27-28, at company ware- 
house, 15 S. Brearly St., Madison, 
Wis. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel headquar- 
ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 16-17. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit at Robinson Audi- 
torium, Little Rock. Tom R. Pinck- 
ney, 402 Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 9-11. Hotel head- 
quarters, Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 5-7. Hotel headquar- 
ters and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; 
sessions and exhibit at Murat 
Temple, Indianapolis. W. J. Sheely, 
1003 N. Meridian St., Indianapo- 
lis 4. 


lowa Retail Hardware Assn. Conven- 
tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel; sessions and 
exhibit at Veterans Memorial Audi- 
torium, Des Moines Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 4-6. Hotel headquar- 
ters, sessions and exhibit at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 





EXPAND in MEXICO 
THE “EASY WAY” 


An invitation 


To manufacturers everywhere who might be in- 
terested in having all or part of their metal work- 
ing lines economically produced and/or sold in the 
rapidly growing, dynamic economy of our great 
southern neighbor—Mexico. 


We have completed a magnificent new factory 
of 120,000 square feet in Mexico City, and are 
presently preparing to manufacture five new lines 
of metal housewares in addition to the aluminum 
cooking utensils we have been successfully making 
for many years. Even so, we have surplus space 
and facilities. 


We have extremely modern equipment: Large, 
medium and small punch presses, wire forming 
machinery, welding, and all types of new, semi- 
automatic plating and anodizing facilities, plus 
metal finishing machines. Our Mexican subsidiary, 
“Ekco, §.A.,” is staffed with excellent American 
and Mexican production, engineering and adminis- 
trative talent. 


Here is an economical way to produce parts, 
assemblies, and complete items. If needed, even 
sales can be handled through our own sales organi- 
zation. 


Dies and tooling, plus any special machinery or 
technical “know-how,” must be furnished by you. 
Your confidential correspondence is invited. Write: 


P. A. Crandell, Vice Presiden? 
Foreign Operations 

Ekco Products Company 

1949 N. Cicero Avenue 
Chicago 39, Illinois 
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BEST SELLER? 


HELLER= , 
y’ 


} 


? 


Write, Wire or 
Phone Today 


... Yours for the 
asking! Illustrated 
literature and 
prices... 


Ask for Catalog 
DA 


Display merchandise where 
Your Customers can see it— 
want it—and buy it! 

Only Heller Flexible View Fixtures offer 
so many sales-proven features. Heller 
fixtures are the right answer for those fast, 
impulse sales that make for greater profits. 


Montpelier, 
Ohio 


W. c Hellers co. 
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the BUYER 


with the least worries is 
the one who supplies his 
trade with these 


Trant \/ilson 
PRODUCTS 


ANTI-SWEAT PIPE COVERINGS: 

A special moisture-resistant felt in telescopic 
construction . . . no sweating or dripping. 
Three foot lengths fit all standard pipes. ‘/2'' 
and ¥%" thick, single shell. I!" thick and up, 


double shell. 


W/ 
ASBESTOS AIRCELL PIPE COVERING: 


For low pressure steam, hot water and vapor system pipe lines . . . 
low cost, fuel saving! Preshrunk. Complete with canvas jacket and 
bands. Three foot lengths fit all standard pipes. %"" and i" thick. 


ASBESTOS MILLBOARD: 


Fireproof .. . can be sawed, die-cut, punched, 
nailed and painted. Standard sheets, 42x48" 
— sizes to order). All thicknesses. i/1é" 
and up. 














——_ ASBESTOS INSULATING FELT PAPER: 


=> Use in every basement . . . ideal for wrap- 
ping furnace pipes and casings, for fire-proof- 
ing combustible constructions, making gaskets, 
etc. I8"' and 36" wide. 25, 50 and 100 Ib. 
rolls in all standard paper weights. 





ASBESTOS FURNACE CEMENT: 


Makes an excellent monet 4 = gas-tight and fire- 
proof seal on all types of heating units. A high 
temperature refractory in |, 2, 5, 10, 25, 50, 100 Ib. 
metal containers—also half Bbis. and Bbis. 





ASBESTOS INSULATING CEMENT: 


Insulation for all boilers, fittings and tanks. Increases boiler effi- 
ciency . . . saves fuel. Easy to apply . . . dries to smooth white finish. 
Comes in 10, 50 and 100 Ib. packages. 


WOOLFELT PIPE COVERING: 


For cold water and return lines . . . no sweat- 
ing, rusting. Preshrunk. With universal liner, 
canvas jacket, bands. Standard 3-foot lengths 
fit all pipes. Y", %" and |" thick. 


Also Frostproof Pipe Covering 


36" sections split longitudinally. Easy to install. Combines ¥2" Hair- 
felt, %4" Woolfelt—soturated tar liner. Complete with canvas jacket 
and bands. 


COMBUSTION CHAMBERS: 


Range of sizes (.75 to 12 G.P.H.) and shapes 
for every job. Thin-wall and tongue-and-groove 
construction efficient, long-lasting! Easy 
to handle and set up . individually pack- 
aged with everything necessary for installation. 


Write Dept. 757-HA 
today for new Buying and 
Selling Guide 





ASBESTOS and INSULATING MATERIALS 


141 WEST JACKSON BLVD . CHICAGO 4, ILLINO 








































for a Merry Christmas 


MARTIN STAMPING & STOVE CO., tuntsvitie, as. 














Michigan Retail Hardware Assn. Con- 


Minnesota Retail 


_ Mississippi 


Convention Calendar 
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Convention, Jan, 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 
Rouge, David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 
lege of Product Knowledge at Pant- 
lind Hotel, Feb. 17. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Hardware Assn. 
Convention, Jan. 6-8. Hotel head- 
quarters, sessiens and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Cristopher, 3033 Excelsior 
Blvd., Minneapolis 4. 


Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


| Missouri Retail Hardware Assn. Con- 





1? decorators’ colors 


iy PURITAN 


toilet 
seats 








: See your jobber! 
se PRODUCTS, INC. 


CLEVELAND 2, OHIO 











“CHOICE -~ my: the World Ouse 
YEARS" 


SMITH RITESIZE 
SPRAYER 


“The ladies’ choice.” 
Light weight. Operates 
easily. 5 ft. oil proof 
hose enables user to 
set sprayer on ground 
and cover wide area. 
Adjustable nozzle. Un- 
surpassed. 


SMITH 


PESTMASTER GARDEN DUSTER 


World’s lightest, 
smoothest and easi- 
est working in- 
secticide duster. 
Weighs 1‘4 iba 
Non - rust, all 
metal construc- 
tion. One fill- 
ing dusts 206 
rose bushes. Throws 
9 ft. dust stream. 
Nothing matches it. 
Fast seller. 











PRICES ALLOW ATTRACTIVE MARK-UP 









D. B. SMITH & CO. 


426 Main St., Utica 2, N. Y. 
"Originators of Sprayers" 
(Canadian Rep. G. L. Cohoon 

1265 Stanley st, Montreal 2, Canada 











_ Ohio Hardware Assn. 
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vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 


| Nebraska Retail Hardware Assn. 


Convention. Feb. 2-4. Hotel head- 
quarters, Paxton Hotel; sessions 
and exhibit at Civic Auditorium, 
Omaha. Frank Capalino, 325 Insur- 
ance Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5, Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 
Nicholas H. Kiley, Hills Bldg., Syr- 
acuse 2. 


Convention, 
Feb. 10-12. Hotel headquarters and 
sessions at Cleveland Hotel; exhibit 
at Public Auditorium, Cleveland. 
John B. Conklin, 1540 W. Fifth 
Ave., Columbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 2-4. Hotel 
headquarters, Skirvin Hotel; ses- 
sions and exhibit at Fair Grounds, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 23-25. Hotel 
headquarters, Sheraton-Cataract 
Hotel; sessions and exhibit at Coli- 
seum, Sioux Falls. H. T. Benson, 
2108 S. Western Ave., Sioux Falls. 

Assn. 


Tennessee Retail Hardware 















Convention, Feb. 23-25. Hotel head- 
quarters and sessions at Andrew 


Jackson Hotel; exhibit at Fair 
Grounds and Coliseum, Nashville. 
Charles G. Brown, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel; exhibit at Memorial 
Auditorium, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 9-11. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chamberlin, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 23-25. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 4-6. Hotel head- 
quarters, Hotel Schroeder; sessions 
and exhibit at Auditorium-Arena, 
Milwaukee. H. A. Lewis, Stevens 
Point. 


Simple idea helps firm 
to sell more dinnerware 


By keeping records of dinner- 
ware sales in sets and pieces, a 
Pennsylvania firm finds a market 
for sales of additional active stock 
pieces. It also quickly finds a mar- 
ket for closeouts of patterns it 
decides to stop handling. 

How is this done? 

The firm keeps a copy of the 
sales slip for each dinnerware sale 
in two separate files. One is by 
patterns, the other by customer 
names. 

When stocks of popular patterns 
in open stock numbers are re- 
ceived in quantity, reminders are 
sent to customers who have that 
pattern. If the customer has four 
place settings, effort is made to get 
her to buy two more settings. 

When the firm discontinues a 
certain open stock pattern because 
of limited demand, owners of that 
pattern receive a special! letter 
telling of the plan. 

An officer of the company says, 
“This enables us to close out the 
pattern with little loss. It also 
relieves us of the need for later 
telling the customer that we dis- 
continued it at a previous time.” 





BOMMER Louver Door Gravity Pivots 
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Small and unobtrusive, these gravity 
pivots for pairs of dwarf louver doors 
are smooth-acting and foolproof. 
There is nothing to get out of order. 
The hold-open hinge will hold the 
doors open at 90 degrees in either 
direction. When released, the doors 
will close smoothly, coming to rest at 
dead center every time ._ . ideal for 
entrances to dens, play rooms, home 
bars, kitchens and dining areas. 


Low in price, these pivots are avail- 
able in the usual plated finishes, in 
prime coat, which can be painted or 
stained to match the color of the 
door or trim, in dead black, and in 
sprayed brass or sprayed aluminum. 


No. HO-1335 (With Hold-Open) 
No. 1335 (Without Hold-Open) 














BONMNMER 


SPRING HINGE CO. 
EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C. 


INC. 











SALES OFFICES G WAREHOUSES 


BROOKLYN: 263 CLASSON AVE. + CHICAGO: 180 N. WACKER DRIVE 
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New Merchandising Ideas 


Looking for more profits, 
better salesmanship? Hun- 
dreds of dearers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 


Better Housewares Sales 25¢ ea. 
How you can increase turnover 
in your housewares department 
is outlined in this 32 page House- 
wares Merchandising Guide. 
Basic stocks, increase 
charge accounts, how to set up 
a gadget bar, how to make 
money on color trends, etc., are 


described. 


how to 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 


0 

















n-Qut Augers 


FOR CLOGGED DRAINS AND CLOSETS 








(“ardner Clean-Out Augers are a 
household necessity—effective where 
chemicals fail. Furnished in five 
lengths—8, 10, 15, 20 and 25 feet, each 
complete with adjustable, tubular 
handle. Series 1940, H.D.M.B. spring 
wire; Series 1950, music wire. 

Each auger ,;acked in attractive, 
two-color, die-cut, counter display 
box. A year-round seller. 


POLE SOCKETS 


Gardner Pole Sockets 
are bright brass- 
plated steel — five 
sizes for pole diam- 
eters of 1”, 1 ‘ 
[os aes 8 SS 
necessary part of 
every dealer’s stock. 
It pays to stock the 
five sizes. 


Order from Your Jobber, or Write Us 





Also Weatherstrips— 
Stock Spring 
Assortments 





/9098 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, IN. 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 79. 


(Continued from page 15) 








pink, red, 
mingle and 


wine, 
yellow, 
gray. Ru-Son Products Co. 


For more data circle No. 13 on postcard, p. 79 


in white, 
blue, 


come 
green, 


Gasoline filler containers 


Most of your customers will have 
a use for one or more of these port- 
able gasoline containers. Principal 
feature of the new line is a trans- 
parent vinyl plastic pouring spout 





> 
nelninnPnmanad 





that can be bent or twisted into 
any position. The spout is attached 
to the cap. The heavy-duty cans 
come in 1, 2, 2% and 5 gal capaci- 
ties. Larger sizes have a gas to 
oil measuring cup in the cap. Noera 
Mfg. Co., Div. Chase Brass & Cop- 
per Co. 


For more data circle No. 14 on postcard, p. 79 


Riding rotary mowers 


With a 4 hp long life engine 
these mowers are chain-powered to 


76 






two large rear wheels with traction 
grip pneumatic tires. Forward, 
neutral, brake, and reverse are all 
included in one simple-to-operate 
lever. The blade is powered by posi- 
tive disconnect friction clutch 
which prevents blade from turning 
when disengaged. Operator handles 
every operation of mower from 
start to stop while seated on large 
cushioned tractor type seat. Two 
extra wheels mounted on side of 





blade housing prevent scalping. 


Southland Mower Co. 


For more data circle No. 15 on postcard, p. 79 


Home fire extinguisher 


This all-purpose fire extinguisher 
is especially designed for home use. 
The unit, called Protexall, is 14% 
in. high and weighs 4 lb. It comes 
in white, yellow, green, and red to 
blend with kitchen appliances and 
home decoration. Protexall con- 
tains a special powder forced out 
by compressed air. Unit carries Un- 











derwriters’ Laboratories seal. Re- 
tails for $17.95. 
F'rance Corp. 


For more data circle No. 16 on postcard, p. 79 


American La- 


1958 line of chain saws 


The 1958 Titan chain saw line 
includes three direct drive and four 





gear drive models. Features in- 
clude lightweight magnesium cast- 
ings, center balance design, all-po- 
sition handle, automatic clutch, 
hard-nose guide bars, thumb action 
oiling, pistol grip rear handle with 
trigger-action engine control, and 
torque absorber renewable bushing. 
Engines have ratings from 4.7 to 
6.46 cu in. displacement. Propul- 
sion Engine Corp. 


For more data circle No. 17 on postcard, p. 79 


Compact barbecue cooker 
Model CDB-1 has hinged copper 
anodized aluminum cover to reflect 





heat for fast, flavorful cooking. 
Scout model will handle good-sized 
turkey or banquet size roast. Two- 
piece cast aluminum grill offers 
cooking area of 16%xl14% _ in. 
Lever operated mechanism adjusts 
grill for charring or slower cooking. 
Unith as a removable firebox of 
heavy gage steel. List, without 
motor and spit, $27.95. List, with 
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And he's still mad: If he had used BONDEX Heavy Duty 


in the first place, his basement walls wouldn't still be leaking. 


BONDEX Heavy Duty is sure-fire - stops water penetration the first time. 


Remember there’s a 





Bonde-x | product for every 
® 


waterproofing problem 


BONDEX Cement Paint « BONDEX Heavy Duty « BONDEX Silicone Waterproofing « BONDEX QUICK PLUG 


© THE REARDON COMPANY, ST, LOU'S 1957 
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HOPPE'S 
UBRICATING 
OiL. 








| Get More The 
Gunner's Trade 


tising and steadily increasing de- 
mand for Hoppe's No. 9 Solvent, 
patches, oil, gun grease, gun clean- 
ing rods and complete gun cleaning 
outfits. Hoppe's Gun Cleaning Es- 
sentials have a host of friends. 


Ask your jobber. 














Frank A. Hoppe, Inc. 


Capitalize on the continued adver- | 

















Philadelphia 33, Penna. 








2314A North 8th Street 1 
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NEW 


AIR VOLUME CONTROL 





FITS ALL 
TANK SIZES 
THROUGH 
82 GALLONS 


@ For use with all shallow well 
and deep well jet pumps. 


@ Practically eliminates 
water-logged tanks. 


@ Reduces inventory. 
@ Easy to install. 


The next time you replace a de- 
fective air volume control, try 
this amazing new Sta-Rite con- 
trol. What a difference! No dia- 
phragms. No wearing parts. 
Larger air capacity. One control 
fits all popular tank sizes. Costs 
no more. Complete with tube 
and fittings. See your whole- 
Saler, or write: 








STA-RITE PRODUCTS, INC. 
102 S. 8th St., Delavan, Wisconsin 
Sales Offices and Factories at: 
Chamblee, Ga., Los Angeles, Calif., Hialeah, Fla., Dayton, Ohio 
in Canada: Sta-Rite Pumps (Canada) Ltd., Ajax, Ontario 





WHAT'S NEW 





battery operated motor, aluminum 
spit rod and stainless steel forks, 
$39.95. George Henry Co. 


For more data circle No. 18 on postcard, p. 79 


Insect repellent aerosol 


Most of your customers will be 
interested in Du Pont insect re- 


pellent as a must for outdoor trips. 
Repellent comes in aerosol contain- 
er or in lotion bottle so customer 
can take his pick. Du Pont also has 
two new liquid insecticides formu- 
lations, a new aerosol dressing for 
tree wounds and a new garden Ffose 
sprayer. E. J]. du Pont de Nemvurs 
& Co. 


For more data circle No. 19 on postcard, p. 79 


Laminating adhesive product 


Hybond contact adhesive is a 
fast-setting, solvent-type synthetic 


rubber compound for use for simi- 
lar and dissimilar lamination. Can 
be used with plastic, steel, alumi- 
num, leather, wood, fabric, rubber, 
honeycomb and other type ma- 
terials. It makes odorless, non- 
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staining bond which is resistant to 
heat, water, and high dead-load 
strength. Made in two types. Type 
80 is for paint roller, brush or 
notched trowel application. Type 
56 is for spray application. Pierce 
& Stevens Chemical Corp. 

For more data circle No. 20 on postcard, p. 79 


Aluminum pinking shears 


Housewives who like to sew will 
want these lightweight aluminum 
pinking shears. Quick Lightweight 
Pinkers feature self sharpening, 
hardened steel blades. Weight 4% 
oz. The shears are shaped to fit 
the hand and will cleanly cut 
anything from nylon to heavy 
wool. Packaged in a clear plastic 


bubble to sell at $3.95. Eastern 


Machine Products, Inc. 
For more data circle No. 21 on postcard, p. 79 


Gun-style hose nozzle 

The Melnor Aqua Gun for 1958 
has been streamlined to a slimmer 
model for easier handling and sleek 
appearance. The unit features the 


green trigger automatic spray and 
shut-off control. Constructed of all 
metal, finished in polished chrome. 
Comes on colorful cards in display 
assortments or in bulk. Melnor in- 


dustries, Inc. 
For more data circle No. 22 on postcard, p. 79 


Self-propelled rotary mowers 


A friction drive self-propelled 
series highlights the 1958 line of 


Barnes rotary lawn mowers. Fric- 
tion drive reduces the number of 
moving parts and transmits posi- 
tive, non-slipping power to the drive 
wheels. Rear wheels are powered 
on some models; front wheels on 
others. All models have finger-tip 
clutch-control lever. Barnes Mfg. 


Ine. 
For more data circle No. 23 on postcard, p. 79 


Bottled gas refrigerator 


The portable Bernz-O-Matic pro- 
pane gas refrigerator is fueled from 


disposable propane gas cylinders. 
It is designed for use in camps, 
summer homes, trailers and in 
automobiles and boats. It will oper- 
ate for two and a half days on a 
single cylinder of propane. It can 
be plugged into household electric 
current and run electrically con- 
serving gas supply until needed. 

(Continued on page 82) 
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AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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New Innovations in smart 
Cabinet Hardware! 


These attractive hardware creations, illustrated below, 
are among the recent additions to our extensive line. 
The No. 712 Magnetic Catch has flush strike mounted 
on door eliminating unsightly projections. Permanent 
magnet has approximately 14 pounds holding power. 









The No. 214 Concave Pulls here illustrated are made 
in two sizes, 1% and 2 inches in diameter and are 
made of solid brass. The Semi-Concealed Hinges are 
designed in a variety of styles to accommodate differ- 
ent types of cabinet doors. 


A large list of National products are 
now: available in the new “Visual 
Package,” strong polyethylene bags 
which protect the merchandise from 
loss or damage. 
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MANUFACTURING COMPANY : Sterling, Illinois 
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(Continued from page 78) 


The same company makes the Char- 
co-Jet, a ceramic grill operated 
with propane gas. Grill will cook 
over 100 hamburgers or frank- 
furters with a single cylinder of 
fuel. Otto Bernz Co. 


For more data circle No. 24 on postcard, p. 79 


Lawn care equipment line 
Homko power mowers for 1958 




















feature the Swept-Line design and 
the Flexor, swing-away blade. The 
line includes 6 rotaries, 3 riding 
mowers, 3 reels, a power arm 
(shown) with attachments and a 
group of sweepers. There are also 
two types of edger trimmers and 
flat top stacking gasoline cans. The 
Power Arm, powered by a 4-cycle 
Briggs & Stratton engine with re- 
coil starter, is a multi-purpose unit 
that mounts, with only four nuts, 
on a rotary mower, edger-trimmer 
or rotary tiller. Western Tool & 
Stamping Co. 


For more data circle No. 25 on postcard, p. 79 


Lightweight hedge shear 


Shorter blades on handsome 
long handles make this hedge 
shear light in weight. The Care- 
taker can be used for most any 
jobs and longer. The 6 in. blade 
is serrated and has a pruning 








notch for heavy cutting without 
abuse to the edge. Measures 27 in. 
long and weighs 1%4 lb. Village 
Blacksmith Co. 


For more data circle No. 26 on postcard, p. 79 


25-in. deluxe lawn spreader 


All-steel Salem lawn spreader is 
an 80-lb capacity model with re- 
movable hopper end for easy and 
quick cleaning. It has *%4-in. tubu- 
lar handle, 10-in. metal wheels with 
rubber tires, and is finished in 
green and red. Line also includes 
30, 20 and 16-in. spreaders. The 
company makes hose reels which 
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All tron and Steel Construction 


Choice of Inlet and Outlet Sizes 


Depth-Type Wool Felt Element 


Patented Lint Removal 
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Large Sump Area 


GENERAL 


We Compared ALL Leading 
Fuel Oil Filters FEATURE for FEATURE 


Corrosion-Proofed Inside and Out 


Air Vents On Both Inlet and Outlet 


Center Bolt Torque Resistance Over 300 In-Lbs. 


Non-Swelling, Leakproof Buna-N Gaskets 


Moisture and Condensation Removal 
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may be connected to faucet and 
reeled and unreeled while in use. 
Salem Tool Co. 


For more data circte No. 27 on postcard, p. 79 


Electric can opener 


Rival Can-O-Matic unit will 
pierce cans of any shape or size, 
sever lid and hold it with powerful 
magnet. Cutting wheel leaves a 
safe drinking cup edge. New opener 
has a concealed retractable plat- 
form under the base which folds 
down to accommodate 46-oz juice 
cans anywhere on counter or table 
top. White molded case is chrome 





trimmed to matcn  ice-UO-Matic, 
portable electric ice crusher. Pow- 
ered with 115-volt, Underwriters 
Laboratories approved power unit. 
It stands 8x614x3% in., weighs 
5 lb. Retails for $24.95. Rival Mfg. 
Co. 


For more data circle No. 28 on postcard, p. 79 


Flexible canvas connections 


Two new flexible duct connec- 
tions have been added to the Flexi- 
Duct line—types C-6 (6-in.) and 
C-10 (10-in.)—for use on cool side 
of heating and air conditioning sys- 
tems. Made of heavy woven, canvas 
fabric, these connections have Un- 
derwriters Laboratories approval. 
When used on blower, furnace and 
plenum joints, take-offs and duct 
systems they prevent duct or pipe 
from becoming noise conductors. 
Confines mechanical rattles, screech- 
ing and other noise vibrations to 
source. Quiets blowers, burners 
and stokers. Each 100-ft roll car- 
toned for easy handling. Packed 12 
cartons of C-6 or 4 cartons of Ci0. 


Grant Wilson, Inc. 
For more data circle No. 29 on postcard, p. 79 








Battery for toys and games 
You can build impulse sales of 

batteries for toys and games with 

this point of sale display pack of 





Power Supply batteries. Display 
pack is die-cut unit that child can 
use to make a toy billboard. Unit 
holds four D-size 6LP or four C- 
size 10LP batteries. Retails for 
79¢. Ray-O-Vac Co. 


For more data circle No. 30 on postcard, p. 79 


Single brush floor machine 


This 24 in. single brush floor ma- 
chine makes a good rental or resale 





printed prices. 


Stock Kimble Glass Bars. They're priced 
to give you a good profit margin . . . priced 


Make 2m stop... 
Look...and BUY 


with self-selling, profit-making 
KIMBLE GLASS BARS 


Important news! Kimble Glass Bars are now 
packed with customer-stopping, black and 
red display cards attached! Each card is 
complete with mounting screws; illustrations 
showing several uses will help boost sales. 
Cards can be ordered with or without 


to turn fast. Place your order today with — CU 


your wholesaler or write to Kimble Glass 
Company, subsidiary of Owens-Illinois, 


Toledo 1, Ohio. 


KIMBLE GLASS BARS 
AN (I) pRopuct 
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Fast turnover 
Witlalndatommatotaate? repair 
product that fixes 
eo} g-Condior-Uihvam-tah aealiare 


Plastic 
Steel 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 








FREE displays and 
sales/aids available 











“PLASTIC STEEL is the reg,. trade 


mark for Devcon Corporation : 


metollic molding and filling compound 


fe)» 1-10) i Zele =. 
Vi le) 3-7 Ve -me)- mh a= 


DEVCON CORPORATION 


r- 20) © —talellorte}im—-jig-1-3' 
Danvers, Mass. 























item. The heavy-duty machine is 
designed to cover large areas. In- 
terchangeable attachments for 
scrubbing, waxing, polishing and 
buffing come with the machine. The 
motor is a 1 hp capacitor start unit. 
Available with 3 gal shower feed 
tank on the handle. Hild Floor Ma- 


chine Co., Inc. 
For more data circle No. 31 on postcard, p. 79 


Wrap around cabinet hinge 


This Ajax wrap around hinge is 
for use on *% in. flush doors and 





features a removable pin to sim- 
plify installation and door hanging. 
Only the barrel shows when the 
door is shut. The heavy gauge steel 
hinge prevents sag from hard use. 
Comes in most finishes including 
primer and packed one pair, with 
screws, to a plastic bag. Ajaa 
Hardware Sales Co. 


Lightweight rotary mowers 
Five models include 18- and 21-in. 


cutting width numbers are in the 


For more data circle No. 32 on postcard, p. 79 


Duo-Trim 1958 line. Automatic re- 
wind starters on all units. Electric 
starters optional. Handle-mounted 
gas tanks give lower silhouette and 
more easily filled tanks. Light- 
weight cutting blade is made of 
exclusive steel alloy. These power- 
propelled rotary mowers have air- 
craft-type control levers mounted 





on handle. Three different height 
C hee | 
adjustment systems are offered. 


Budget special 18-in. mower shown. 
Appliance Div., Motor Wheel Corp. 


For more data circle No. 33 on postcard, p. 79 


2 interior wood finishes 


Home handymen will be custom- 
ers for these resin-free interior 
wood finishes called Behr-Lac. 
Behr-Lac comes in clear gloss finish 
and in satin finish. Furniture, wood 
paneling, and other interior woods 
can be sealed and finished in a few 
hours. Behr-Lac comes in pints, 








SATIN FINISH 


BEHR-LAG 


quarts, and gallons. Retails from 
$1.35 to $6.95. Linseed Oil Prod- 


ucts Corp. 
For more data circle No. 34 on postcard, p. 79 












Safety brake for bicycles 
Parents will be interested in this 

Safe-T-Brake which is available on 

Junior Toy sidewalk bikes. Brake 















uses principle of braking action set 
in motion in the crank hanger 
rather than in the rear wheel. Brak- 
ing force is applied directly to rear 
tire and is in effect even if drive 
chain is broken or off the sprocket. 
Junior Toy Div., American Ma- 
chine & Foundry Co. 

For more data circle No. 35 on postcard, p. 79 


Direct drive chain saws 


This line of 4 and 6 hp direct 
drive chain saws features Flat-Pak 
design which gives greater power 
with less weight. Saws have top- 
positioned, extra-large trigger; 
spring loaded trigger lock, plastic 
hand grips, all-position carburetor, 
covered sprocket and clutch, con- 
cealed built-in chain’ tightener, 
high pressure oiler pump, auto- 















matic recoil starter and on-off tog- 
gle switch. Prices start at $169.95. 
Chain Saw Div., Eversharp Power 
Mower Corp. 

For more data circle No. 36 on postcard, p. 79 


Chrome-plated gift pistol 


Here is a polished chrome-plated 
gun that you can sell as a Christ- 
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Here are fans with all the glamour and sparkle of today’s 
square, slim modern look. Smart decorator colors of 
mocha brown... . off-white high impact resistant plastic 
diffuser grille... gleaming gold instrument panel make 
the deluxe fan a sure sales winner. All other models are 
equally as modern with the slim trim look. Just seven 
Fasco models are all you need to give a complete selec- 
tion to your customers. There’s a fresh look all about 
Fasco— new line — new prices — new sales policies. 
Send in the coupon for beautiful color catalog and 
complete information. 


FASCO INDUSTRIES, INCORPORATED 


126 Augusta Street ° Rochester 2, New York 


Fill in coupon below. There s a fresh look at 
Use page margin. 





send me full information on the fresh new Fasco line 





W NAME and ADDRESS WCITY and STATE wa “1287 


NOW! You and your customers Ww HwAT’S NEW 


SAVE TIME & MONEY on every job 


WITH W-H SINGLE-UNIT POLY-PAKS! 





Customers take to their jobs the exact 
hardware units they? re installing, com- 
plete with the right size and the right 
quantity of needed screws. All compo- 
nents are together; the annoyance caused 
by lost or missing parts is forever ended. 
Merchandise i is always clean and bright— 
“factory-fresh,” free from scuffs. 
YOU, TOO, will find W-H single-unit 
| hardware POLLY-PAKS a wonderful 
7 way to store, protect and handle your 
=. stock; they enable you to supply 
the exact quantity of any wanted 
item without counting out | | 
Bg hE i a Pt mas gift item. This .22 caliber 
packing; have added sales- Crosman Peligun Pistol, the Medal- 


™~ anon Aston asking for ist, features button rifling in the 

barrel and precision-made and 

~ WESSEL HARDWARE CORP. mounted target sights. Gun is 

919-931 N. 5th St. powered for about 50 shots by a 

Philadelphia 23, Pa. single Crosman CO2 Gas Powerlet. 

Retails for $24.95. Crosman Arms 
Co., Inc. 


| For more data circle No. 37 on postcard, p. 79 
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cor RU er ae) Aluminum railings, banisters 


Rancho rails and Superior anod- 
ized aluminum railings and banis- 


ters hipped in lengths suitabl 
CHAIR-LOC | for eutting on the job to fit differ- 


Suen Soe ee ent installations. Parts, pickets, 





When Your Customers 


A 
SQ UAW 4 @ Penetrates wooed fbre— scrolls, post caps, can be assembled 
— without cutting or fitting. Su- 


ABOUT “ Qulokest and sastest_ was perior (double time) anodizing 


ole. e cet 


CHAIR-LOC CO. 
Tell them about DOOR-EASE Lakehurst 3. N. J. 





Stainless Stick Lubricant! Used 
TT ee Bn a h'2-), Pee 1 © @) - 
stops squeaks .., opens His Hardware Age 

drawers, zippers, windows Ad. Brought Results 
and anything else that sticks 
Use it yourself around the 
store. See how many wonder- 





“As a Manufacturers’ Representative, 
getting the HARDWAKE AGE is a 
necessity, especially in view of the fact 
ful ways DOOR-EASE can be that | have secured several desirable 


use. It’s nationally advertised, lines through the Advertisement | 

and handsomely packaged in placed in the AGE in October. With 

a free display box. Sell both best wishes for your continued success.” 
sizes, 15¢ Sincerely yours, 


d 39c. . ° | 
Be : A Satisfied Advertiser gives extruded aluminum an attrac- 
tive finish of long-lasting beauty. 
Youngstown Mfg., Ine. 


For more data circle No. 38 on postcard, p. 79 
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TOY CATALOG 


Heavy-duty floor machine 

This unit with 23-in. brush will 
scrub, polish, buff, dry clean, sand, 
or refinish any type of floor. The 
No. KC-22 has a fully adjustable 
handle which swivels to save stor- 


Here's ar toy and hobby 
kit you need for setting up a 
g successful toy department. noe ppmeraen « pre- 
g school items, a gaging Bho rning 
g kits, metal tapping, work benches 7 baking 
' tables, hand tool sets, pegtables, blackboards, 
: etc. Write for your copy today. 


AMERICAN GREASE STICK COMPANY - AMERICAN TOY & FURNITURE COMPANY 
ISR) @2e10), Me lig@tie? 1. g 6130 N. Clark St. Chicago 26, Illinois 
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You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 
’round usefulness. 


That’s why it will pay you to put the Channellock No. 420 plier 
out front for your customers to see...*‘heft’’... buy. You'll 

be profitably pleased how many times they’ll tell you 

to “wrap it up’. Let us send you our new catalog. 


CHAMPION DeAKRMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





SKILLED HANDS REACH FOR 
CHAN wea LOCK 


SY 
NWA 


Wath These Qvetty Pers 


It’s easier to — stock just ONE line of pliers 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. 
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age space, allow pivotal operation, 
or to suit user’s height. Two 6-in. 
wheels have semi-pneumatic tires. 
Other features are white rubber 
bumper around machine, non-mark- 
ing grey rubber cord, and safety 


switch. General Floorcraft, Inc. 
For more data circle No. 39 on postcard, p. 79 


Low-cost interior locks 


Builders will be interested in the 
J series of interior residential locks 
because of their low cost and the 
speed with which they can be in- 
stalled. Locks feature’ surface- 
mounted face plate and strike plate, 
pre-set mounting screws, anti-rat- 
tle adjustable strike tongue, snap-in 
knob assemblies, snap-on rose, and 
panic-proof push button. New series 
harmonizes with the established 


P SCHLAGE 


A series of exterior residential 
locks. Schlage Lock Co. 


For more data circle No. 40 on postcard, p. 79 


Root irrigator and feeder 


Professional and amateur gar- 
deners will be customers for the 
Hubbard root irrigator and feeder. 


838 


Combination unit has all-brass 
nozzle-tip and aluminum feed con- 
tainer which holds any water-solu- 
ble fertilizer. Metal cap on feed 
container has observation window 
so feed supply can be checked with- 
out removing cap. Water regulat- 
ing valve is located near top of unit. 
Hubbard Mfg. Co. 


For more data circle No. 41 on postcard, p. 79 


Promotional chaise lounge 

Here is a chaise lounge that re- 
tails for under $14 and can be used 
as a promotional leader. Model 835 
Aristo-Lite is made of 1-in. alumi- 
num tubing and Saran webbing. 
Two more chaises, folding and 
stack chairs and single and double 


gliders round out the line. New 
redwood outdoor furniture is also 


available. Salmanson & Co., Inc. 
For more data circle No. 42 on postcard, p. 79 


Electric fan line for 1958 


The GE fan line for 1958 is made 
up of 14 portable, circulating, and 
window fans from $5.95 to $69.95 
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Leader of the line is a deluxe 20 in. 
automatic portable fan (shown) 
with reversible motor, safety grill, 
thermostat and push-button con- 
trols. The $69.95 unit can be used 
in a window or anywhere in a room. 


General Electric Co. 
For more data circle No. 43 on postcard, p. 79 


Machine bolt expansion shield 


Here is a low-priced machine 
bolt expansion shield that works 


like a tapered wedge. It gets 
tighter as the bolt is tightened. 
The shield can be used in concrete, 
stone, brick and _ other _ solid 
masonry to secure equipment ex- 
posed to vibration, variable and 
dead loads. The Ty-Ton rust proof 
Zinc Forway offers greater hold- 
ing power. U. S. Expansion Bolt 
Co. 


For more data circle No. 44 on postcard, p. 79 


Power lawn mower line 


Five new mower models and a 
riding sulky highlight this com- 


plete line of mowers and lawn 
equipment for 1958. The leader is 
the 26 in. Ranger riding rotary 
(shown) which is powered by a 5% 
hp Briggs & Stratton engine. It 
has front wheel drive, automotive 
differential, independent traction, 
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blade clutches, foot brake and shift 
lever for 2 speeds forward and re- 
verse. Other new items include a 
self-propelled 21 in. rotary, three 
other front discharge rotaries and 
a new riding sulky for use with the 
20 in. Rocket Deluxe reel mower. 


Eclipse Lawn Mower Co. 
For more data circle No. 45 on postcard, p. 79 


Snow removal tool 


Here is a 2-way snow removal 
tool that sweeps and shovels snow. 
The lightweight Sno-Mover has a 
tough bristled brush on one side of 





the head and a 14-in. steel blade on 
the other. The tool is_ easily 
switched from one side to the other 
as it is used. Retails for $4.98. 


Empire Brushes, Inc. 
For more data circle No. 46 on postcard, p. 79 


4-cell, 6-volt flashlight 

Weighing only 22 oz, this 124-in. 
long Burgess Satellite flashlight 
was designed to combine family 
flashlight handiness with utility 
lantern power. Two matching com- 
panion lights, styled identically in- 
clude standard 7-in., two-cell flash- 
light and 534-in. junior model 





made to fit purses or pockets. 
have triple - plated 
oversized chrome lighthead to in- 


Flash lights 


| 





| 
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is IMPORTANT 


She’s the “little woman” who putters around in her garden 
and insists that her dahlias, asters, marigolds and other 
flowers be protected by a fencing that’s strong, attractive and 
so light that she can put it up herself. She'll buy from you — 
or see to it that her husband does — if you offer G&B Gard- 
N-Beauty Flower Border, the fencing with the smaller mesh 
that affords greater protection and is almost invisible. 


This woman — like her husband — is in- 

terested in cost as well as quality; another 
reason why she'll want the fencing that 
COSTS ONE-THIRD LESS THAN 
OLD-STYLE FENCING! She’s a pros- 
pect for the other garden supply items 
you sell, too! 


The ladies can put it up themselves © Sup- 
plied with 14 slip-in stakes @ Is galvanized 
after welding for rust resistance, longer life @ 
Has smaller mesh for better appearance, 
greater protection e COSTS 1/3 LESS. 





50 Ft. Roll + Mesh — 2” x 254” » Gauge — No. 16 « Width — 18” 
¢ Supplied with 14 Stakes 


Write for free posters and newspaper mats that will help you 
sell Flower Border and other low-cost, profitable items in the 
complete G&B line: Welded Fence; Perma-Gard; Perma-Net- 
ting; Hex Netting; Hardware Cloth and 
Wire Insect Screening. 





GEORGETOWN 1, CONNECTICUT 
BLUE ISLAND, ILLINOIS 


GILBERT &2aBENNETT 


WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 79. 


crease light output, recessed lens 
like modern auto headlamps. Case 
is all brass, lightweight, seamless 
barrel in sand tan baked enamel 
trimmed by red, green or brown 
stripes. Has new type aluminized, 
distortion-proof reflector, built-in 
bulb protector and three-position 
locking switch with signalling but- 
ton. Special counter top and win- 
dow display offered for three new 
types of Satellite flashlights. Bur- 
gess Battery Co. 


For more data circle No. 47 on postcard, p. 79 


Two electric alarm clocks 


Your customers will be interested 
in these two electric alarms as gift 
purchases for Christmas. The 
Kenyon (shown here) has sage 
tan case highlighted by brass 


baguettes. Silvered dial is lumi- 
nous; numerals and hands are gold- 
colored. Retails for $9.98. The 
Lace model has full-figure dial, 
shatter-proof crystal and sweep- 


~ 
~ 
s 
* 
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second and alarm indicator hands. 
Retails for $4.98 in antique white 


and $5.98 in pink or blue with 
luminous hands. Westclox Dvv., 


General Time Corp. 
For more data circle No. 48 on postcard, p. 79 


Do-it-yourself radiators 


Homeowners can heat household 
cold spots with these economical 


do-it-yourself pipe fins. Metal 
Thermo-F ins are in two halves that 
interlock around steam or hot 
water pipes. A pair of pliers does 
the job. The fins increase heat out- 
put of a pipe up to 700 percent and 
are useful to heat cellars, attics, 
garages and so on. Available to fit 








NEW Catalog 
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lig and coping saw blades 
in this TROJAN Assortment 


‘eal 








*s 


“TH Lill t 


oy Uta nl Tee: 
ae 











me ot OS 


° Individually 
packed 


© Individually 
labeled 


¢ All pre-priced 


From this brilliant yellow and blue display box 
designed for counter or hanging on pegboard 
wall, you can fill, or the customer can select 
in seconds, any order for jig and coping saw 
blades, for hand or power saws. 

| Unequalled in quality, world famous Trojan 
blades are hardened and oil tempered with teeth 


individually filed and precision set. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
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Once in a while 


a better product is 
made, and made so 
well, that it becomes 
the standard by which 
all similar products 
are judged. 





Fact 2 


The preference that millions of users have shown 
for the RIAID Pipe Wrench puts on us the re- 
sponsibility of keeping it always up to the top 
quality they expect of it . . . and gives you the 


profitable oppurtunity of supplying it to them. 
The Ridge Tool Company, Elyria, Ohio, U.S. A. 


WHAT’S NEWER 





pipe in sizes from %4 to 2 in. diam- 
eter. Sold in units of a dozen com- 
plete fins (24 half fins). Lancaster 
Engineering Co. 

For more data circle No. 49 on postcard, p. 79 


Streamlined stapler-tacker 


This streamlined stapler-tacker- 
plier combination tool is designed 


for self service impulse sales. The 
new Arrow A-44 is packaged in a 
3-color counter display to sell for 
$2.29. The black and gold stapler 
replaces the old Arrow A-44 unit 
which has _ been discontinued. 


Arrow Fastener Co., Ine. 
For more data circle No. 50 on postcard, p. 79 


Electronic door opener 


Owners of garages with over- 
head doors will be interested in 
this electronic door opener. Unit 
will open and close garage doors 
in three different ways: By radio 
contro] from the auto dash board; 
from a key switch in the driveway; 
or from a push-button station 
within the house. Garage lights 
go on and off automatically with 
opening and closing of the door. 
Lancaster Pump & Mfg. Co., Ine. 


For more data circle No. 51 on postcard, p. 79 


Engraved mount for gun 

Owners of the Prowning 22 will 
be customers for this engraved 
Quick convertible top mount. En- 
graving on mount matches the style 
of the receiver engraving. Mount 
features bridge-type construction, 
wide-ring span for individual eye- 
relief adjustment, and fastens 


92 


solely on the barrel for easy rifle 
cleaning without disturbing mount. 
Williams Gun Sight Co. 


For more data circle No. 52 on postcard, p. 79 


Steel wheelbarrow planter 


The Carleo King Size wheelbar- 
row planter is a real show piece 
for your customers’ lawns, patios, 
gardens and porches. The all steel 
unit is white with red wheel and 
measures 29% x 13 in. high over- 


all. Planter box is 16% x 10% x 
514 in. Carlisle Mfg. Co. 


For more data circle No. 53 on postcard, p. 79 


Rubber drainboard trays 


Here are two popular size drain- 
board trays made of long life rub- 
ber. The larger size is 16 x 20 in. 
and retails at $1.98. The 15% x 





15% in. tray lists for $1.79. Both 
items feature a ribbed apron design 
and come in a choice of harmony 
colors. Superior Products Mfg. Co. 


For more data circle No. 54 on postcard, p. 79 


Telescoping brush handle 


Car owners will be customers for 
the Telescopic Quik-Suds Whirl-A- 
Way, a water-powered brush with 
handle that telescopes out to twice 
its original length. Handle is ad- 
justable at graduated lengths from 
2 to 4 ft. Unit is successor to origi- 
nal Quik-Suds Whirl-A-Way and 
has same features except for tele- 
scoping handle. Unit has hydraulic 
sudser and automatic water rinser. 
Retails for $6.95. Osrow Products 
Co. 

For more data circle No. 55 on postcard, p. 79 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


—_——— 


(Continued from page 16) 


to a display. The 90-ft rolls are 
packed singly in flat boxes for dis- 
play. Dicks - Armstrong - Pontius, 


inc. 
For more data circle No. 56 on postcard, p. 79 


Counter displays for lures 


No. 800 display includes one 
dozen of each of 12 different types 


of lures including worm and eel 
types. Display board (free) is re- 
versed lid and contains one of each 
lure. Reserve stock packed 12 of 
each lure in separate boxes which 
can be removed from unit box. Dis- 
play unit is printed in yellow and 
green. Assortment includes sales 
stock of 10 dozen lures list $108, 
plus free display card listing at $9. 
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CAL-DAK Housewares 
are packaged 
with precision! 





Sturdy cartons engineered to hold 
every product correctly... 
eliminate costly shipment-damage. 
A CAL-DAK quality feature 


: é Cater to the impulse buyer and win extra profits 
that assures customer satisfaction. 


with this big, bright exhibit of hooks for bathroom, 
closets, hallway and kitchen. New display of beavti- 

Nationally advertised in . . . fully finished, chromium plated aluminum hooks 
McCALL’S « LIVING « BRIDE’S | sparkles against a rich, blue background, catching 


the eye of everyone who comes near it. Display 





including $1.40 worth of hooks is free! You pay only 
for the hooks inside the display case. 


Ask for Display No. AL 6600-26--Holds § Doz. CHROMIUM PLATED ALUMINU 









QUANTITY PROJECTION 


12 


HOOK No. HEIGHT LIST PRICE 




















only | Al 6650-26 1-4" 25 each 


















1.7%" 


24 only | AL 6651-26 % .25 each 


.30 each 



















12 only | AL 6652-26 2-4" 
















yA" .30 each 
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24 only AL 6655-26 








i | (ef NBayN 
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| | 24 only AL 6660-26 30 each 
Ta 

ly 


l/u 
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Every hook is individually packaged with screws in 
transparent polyethylene bag. 


Manufacturers of 


; : Order from your Jobbe 
Work-Saving Quality Housewares vom your Lenn 


| SAFE PADLOCK AND HARDWARE CO. 


' 


THREE FACTORIES | LANCASTER, PA. 
HA _ Little Rock, Ark. * Lancaster, Pa. * Colton, Calif. | 
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Display 806 with one dozen of each 
of six lures lists at $71.40 with free 
display card list $5.95. De Long 


Lures. 
For more data circle No. 57 on postcard, p. 79 


Boating equipment catalog 


Boating enthusiasts will be inter- 
ested in the marine safety products 
described and illustrated in this 
colorful catalog. Tapatco products 
from life vests to boat covers are 
shown in color along with lists of 
sizes, styles, colors. American Pad 
& Textile Co. 


For more data circle No. 58 on postcard, p. 79 


Free newspaper mat broadside 


If you service power mowers or 
other small engines you'll find this 
broadside (a portion shown) in- 
teresting. Free newspaper ad mats 
in various sizes are available and 


are illustrated in this broadside. 
There is big potential for dealers 
who advertise to service what they 


sell. Wico Electric Co. 
For more data circle No. 59 on postcard, p. 79 


Cakepan shipper-displayer 

You can set up a display of Bake- 
King angel food cake pans in sec- 
onds with this Presto-Pack shipper- 
displayer. Unit holds a dozen each 


of round and square-shaped pans. 
Display unit is placed right on top 
of shipping carton and display is 
ready. Display requires 21% x 
11% in. of floor space. Chicago 
Metallic Mfg. Co. 


For more data circle No. 60 on postcard, p. 79 


Repcir material merchandiser 


For the marine field this serve- 
yourself rack contains wide range 
of boat repair, maintenance, finish- 
ing, and building materials. Rack 
is given free with order for mer- 
chandise having resale value of 
$342.51. Rack also available at 





ANOTHER 


STOCK THEM 
TODAY... 
SELL THEM 
TOMORROW 


Famous F & W 
Varijet Shallow 
Well delivers 40- 
70°, more water, 
yet reduces motor load and current con- 
sumption. Best of all, it’s packaged com- 
pletely assembled with tank, pump, and 


NATIONALLY 
ADVERTISED 


FOR EASY 
SALES AND 
INSTALLATION 





DeWils 


PRONOUNCED 
"DUKE" 


AMERICA'S FASTEST 
SELLER BECAUSE 
IT'S SUPERIOR 


A SNOW WHITE PLASTIC IN A TUBE 


Outlasts all "Caulk'" Compounds {aé 


Proven through the years .. PERMANENT 


FOR SEALING TUBS, TILE, 
_ SINKS, WOOD, ETC. 


hard or brittle, 


Retail 


Blends, easy to use, never becomes 
olwoys water- 
proof. Attractively packaged. 


Inquirers Invited @ FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. - 


DETROIT 9, MICH. 





BUY 


accessories. No extra parts to buy or stock. F & W VARIJET SUP 


Installation easy and quick. A natural for low- 
expense, high-profit selling. Send for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 


1288 Oak Street, Kendallville, indiana 
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for Shallow Wells. 





AND SELL QUALITY 


SUPPLEX 


SPRINKLERS 
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For Silent Door Operation in 


Schools, Hospitals and Other 
Industrial & Commercial Bldgs. 


CHICAGO 


SPRING PIVOT HINGES 





* Double Acting °* Smooth, Noiseless 

© Fewer, Slower Oscillations * Low Initial Cost 

* Economical Installation and Maintenance 

* Applied to Surface of Floor 

* Jamb Attaching Plate for 
Concrete Floors 

* Foot Lever Release to Hold 
Door Open at Any Desired 
Position 


(NOT SHiOWN) “Silentex" Type 
16001 same as above without 
Foot Lever Release 


LOOK 
FOR THE yee MARK 
TRADEMARK 





ELAX” 
TYPE 6001 


“Spring Hinges of Quality" SPRING HINGES 
CTkicaao Sprina Ninae Co 


’ ie | 8 











1500 CARROLL AVE., CHICAGO 
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CouNsELor 


| te BATH SCALES 


IN 
SALES! 


Order from your jobber 


THE BREARLEY COMPANY 
| ROCKFORD, ILLINOIS 


World's largest producer of bath scales! 





Ce, 




































KEY-BAK key reel 
WANTED BY EVERY 
HANDYMAN SE ¢ teconon 


\ 
KEY @AK key reel sells becouse hondymen want it! KEY- 
BAK is pocket-watch size, sturdily constructed. Attached to 
the beh, it carries the keys on o 24” long stoinless steel 
chain. Swedish clock spring reels keys in; 
keeps them sofely at the wearer's side. 
GUARANTEED! A wonderful self-selling 
counter item. ORDER TODAY! Retail... KEY-BAK fe nationally 0& 
$2.95... If your jobber can’t supply you a in such magazines 


write direct to: SCIENCE & MECHANICS, 


East of the Mississippi CTL Company Wausau, Wisconsin SeNice oi 
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| see was i 
| ALL OUT PROMOTION backs you up all the way! 


| NATIONAL ADVERTISING e SALES AIDS 
| e CONTACT YOUR WHOLESALER NOW! 


GERING 
Sa 


GERING PRODUCTS, INC Kenilworth. 








N.J. 
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TO HELP YOU SELL 


@ For more information on these products and services 
use free post card on page 79. 








finishes, door frequency, bearings 
and the various types of hinges 
and their uses are treated in this 
highly informative booklet. Mc- 
Kinney Mfg. Co. 


For more data circle No. 63 on postcard, p. 79 





U- and eye-bolt displays 

A three-color metal panel 14x6 
in. is the No. 300 wall display for 
five most popular size U-bolts. It 
contains 10 of each size bolt. The 
No. 500 combination turnbuckle 


cost without merchandise. Rack is 
constructed of sturdy wire, welded 
and bright-finished. Topped with 
eye-catching poster showing color 
ecard for easy selection of Evercoat 
Resin colors. Fibre Glass-Evercoat 
Co. 


For more data circle No. 61 on postcard, p. 79 


Impulse packed shower head 


This non-clogging shower head 
has been impulse packed for easy 
display and sales. The Mel-O-Flo 
automatic head has an all chrome 
brass finish with plastic plate. and eye bolt assortment is a 20x7 
in. metal panel. It carries four 
sizes of turnbuckles and eight sizes 


of eye buckles. Turnbuckles, Inc. 
For more data circle No. 64 on postcard, p. 79 


ELECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 





Archery set display carton 


You can display complete Action- 
bow archery sets to full advantage 
with these new self-contained dis- 
play cartons. Cartons split at the 
center, allowing removal of one half 
of sleeve to show off the archery 


ELECTRIC 
PORTABLE 
POWER 
TOOLS 


tere. 
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Comes encased in plastic on a color- 
ful card shipped in a rack contain- 
ing four units. Fits all showers and 
retails for $2.95. Melard Mfg. Corp. 


For more data circle No. 62 on postcard, p. 79 
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Hinge installation guide 

This handy 12-page guide gives 
you all the facts on hinge installa- 
tion plus information on govern- 
ment specifications. Hinge location, 
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set. The other half contains the 
sales message. Cartons are avail- 
able for the 8500 and 8700 model 


sets. Orchard Industries, Inc. 
For more data circle No. 65 on postcard, p. 79 


Streamer for window display 
Multi-color window streamers, 
5x18-in., are offered free to pro- 
mote Fortex reinforced molded rub- 
ber fabric buckets, pails, and farm 
tubs. Streamers tie in with nation- 
al advertising in magazines. Multi- 
color consumer leaflets explaining 
uses of these Fortex lines are also 





offered to dealers. Cauchotex In- 
dustries, Inc. 


For more data circle No. 66 on postcard, p. 79 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Merchandise equipment guide 


A complete line of merchandise 
presentation equipment is covered 
in this 132-page guide illustrated 
with over 700 pictures showing 
store fixture equipment in actual 
installations. It is a complete guide 
to the latest self serve, self selec- 
tion merchandising techniques and 
applications. Reflector - Hardware 
Corp. 


For more data circle No. 67 on postcard, p. 79 


Double cutter key machine 


The Jobmaster heavy-duty bench 
model will cut every kind of key 
without cutter changes. This ma- 
chine has cylinder and flat slotting 
cutters on one shaft. Keys may be 
positioned at any point in the wide, 
heavy vase. Lateral adjustment of 
copying dog can compensate for 
cutter guard wear and 
gage distortion. 


shoulder 
Motor and fly- 





wheel are completely covered, and 
there are plastic shields over cut- 
ters. Yale & Towne Mfg. Co. 


For more data circle No. 68 on postcard, p. 79 


Perforated panel pricers 


You will find these polished 
aluminum pricers useful for your 
perforated paneling displays. The 
pricer molding is self-locking and 
tamper proof and accommodates 
one inch plastic price tags. S&S 
tags are easily installed and re- 
moved from the panels. Available 
in assorted tag styles and colors. 
Shaw & Slavsky, Inc. 


For more data circle No. 69 on postcard, p. 79 


Do-it-yourself display pieces 


You can make several types of 
merchandising units with plans 
available from Reynolds Metals. 
These do-it-yourself display pieces 
are all made from aluminum. Plans 
available are for a display island 
(shown), perforated board unit, 
roll-off rack, push-out cart, easel 
ecard holder, and a display card 








holder. instructions 


Step-by-step 
are given for each type of display. 
Reynolds Metals Co. 


For more data circle No. 70 on postcard, p. 79 


(Resume reading on page 17) 














Fast turnover 
with the home repair 
e}gelole lor dal-tamad. 4-1 


e}a-Conaior-tih am-sahacaliare 


Plastic 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales ajds available 


PLASTIC STEEL is the reg. trade 


mork for Devcon Corporation s 


ol 
sl -sieliilemmiileliolisleMelsicmmsliliale 


o)-10) 1-10). O10]. 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


So] @ mm —talelleote)i me tig-1-3. 
Danvers, Mass. 





How's the Hardware Business? 





Hearings open in New Jersey on suit to collect 
$7 million cash on unredeemed stamps from S & H 


Hearings have started in New 
Jersey’s three-year escheat case to 
collect more than $7 million from 
Sperry & Hutchinson Co. for unre- 
deemed green trading stamps. 

Hearings are being held before 
Judge John Wick in New Jersey 
Superior Court. 

The state is trying to collect the 
money under two escheat statutes. 
The first statute provides that if 
personal property is unclaimed for 
14 years and the owner is unknown, 
the state can claim it. The second 
statute covers unclaimed dividends, 
interest and wages, all payable in 
cash. 

The state’s special attorney said 
at least 5 percent of the stamps is- 
sued by S & H have never been re- 
deemed. He argued that the value 
of these stamps, more than $7 mil- 
lion, should be turned over to the 
state under the escheat statutes. 

The S & H attorney said there is 
no evidence that there is any claim 
against S & H. He said it is impos- 
sible to determine what stamps are 
outstanding. 


Toy sales will average 
$25 per child in 1957 


Toy sales this year should reach 
a new record high volume. That’s 
the prediction of Benjamin F. 
Michton, chairman of the board 
of [deal Toy Corp., New York. 

His prediction is based on past 
sales records and sales so far in 
1957. He predicts retail toy sales 
this year should reach $1.25 billion. 

That averages out to sales of 
$25 for each child under 15 years 
of age. 

These are the reasons for the 
tremendous growth in toy sales: 

An increasing child population, 
new highs in disposable income and 
Christmas Club savings, increased 
year-around toy sales, the con- 
tinued move to the suburbs, and 
more sales of better quality, higher 
priced toys. 
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Manufacturers announce 
several price changes 


Several price changes have been 
announced by manufacturers. 

General Electric Co., Bridge- 
port, Conn., announces an $8 price 
reduction on its discontinued model 
PB-18 custom - tailored automatic 
blanket line. 

Lisk-Savory Corp., Canandaigua, 
N. Y., announces increased prices 
on its line of galvanized ware. 
Higher costs for material, labor 
and transportation made the in- 
crease necessary, the company an- 
nounced. 








Ace Hardware issues 
holiday circular, book 


Ace Hardware Corp., Chicago, 
has issued a holiday circular and 
its 1957 Christmas toy and gift 
book. 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


October's retail sales 
totaled $16.8 billion 


The nation’s retailers sold $16.8 
billion worth of goods in October, 
the Commerce Dept. reports. 

This compares with sales of $16.3 
billion in September and $16.1 bil- 
lion in October, 1956. 

Sales by hardware, lumber, build- 
ing and farm equipment dealers to- 
taled $1.25 billion during October. 
This was up slightly from the $1.23 
reported in September. However, it 
was lower than the $1.3 billion re- 
ported in October 1956. 


Allied Western issues 
2 Christmas catalogs 


Allied Western Distributors, Inc., 
San Francisco, has_ distributed 
copies of its 1957 dealer Christmas 
catalogs, “Gifts ’n Gadgets” and 
“Gadgetland.”’ 

An eastern edition was distrib- 
uted by H & P House Furnishings 
Co., Inc., New York. 
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The 32-page vook features 16 
four-color pages. A number of 
specials are featured on the cever 
and inside the book. 

The four-page, four-color circu- 
lar features the theme “Happy 
Holidays.” It combines the Thanks- 
giving and Christmas themes. Items 
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Lucky MR. PHYX now can 
get rid of his ‘‘dog house 
of odd-lot fasteners’’ 


He’s installed the Sharon line — a 
complete fastener department with 
1,000 sizes in only 13 feet of shelf 
space, and not a dog in the lot. 
Sharon assortments with automatic 
refill service save store space — cut 
sales time and reduce inven- 
tory investment. 


ASK YOUR JOBBER, OR WRITE 


Shavon Boll aud, Screiu Co- 
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Jo Sa aie 
| with this TRANSPARENT 
AULEKE 
® EVYE-APPEALING 


© BUY-APPEALING 
© PREPRICED 2 FOR iSc 





Step up unit sales with the self-serv- 
ice “Can’t-Miss’ 2 PAC. This con- 
venient, transparent package is a 














proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


REN Bees, Bene 
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featured are housewares, 
tools and toys. 

The circular was backed up by a 
display kit of price cards, stream- 
ers and pennants. 


power 


Janney distributes toy 
booklet and broadside 


Janney, Semple, Hill & Co., Min- 
neapolis, has distributed copies of 
its Toy Carnival booklet and Holi- 
day Values broadside to dealers. 

The toy booklet is a 32-page, 


CARNIVAL, 


~ 


four-color affair. It features many 
coupon specials. 
The 12-page, tabloid-size broad- 





side is also printed in four colors. 
It features housewares, giftwares, 
toys, and tools. 

The two mailers are backed with 
an assortment of window and store 
display materials, price cards, news- 
paper mats and radio scripts. 
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GET READY FOR ‘98 
WITH 


SHARON 


Auto License Plate Fastener 


With the new year fast approach- 
ing, now is the time to stock and 
display Sharon auto license piate 

fasteners. 
Here are three popular 
Sharon items that 
are sure money- 
makers. 


No. C-1458 


CHROME 
PLATED 







se > ae 


For all Brackets, especially convenient 
where Wing Nuts cannot be used. 


*¢ Rust proofed — won't rattle 
° VY" wide head «+ Shake-proof washers 
¢ Square nuts °e 4ona card 
25 cards in disploy pkg. 


LIST PRICE 


$625 °° 


pkg. 


No. 0-12558 


« %" special Wide Head Bolt 
¢ Washer, Lockwasher and Wing Nut 


Electro Galvanized 
All Fasteners Assembled 
Easily put on — won't rattle or loosen 


LIST PRICE 


$625 per 


pkg. 


¢ 100 in display pkg. 


No. A-1458 
ALUMINUM 


Aluminum Bolt, Elec- 
trogalvanized Nut, 
Shakeproof Lock- 
washer 

Won't rust, won't 
seize, won't rattle 





No hacksaw needed at change-over time 


Two Bolts, complete with nuts and lock 
washers, in handy, easy to sell poly bag 


LIST PRICE $750 per pkg. 


¢ 50 bags (100 bolts) per pkg. 


Ask your Jobber oF Write 


Shavon Bolland Screiu Co. 





Vorwood, Hass, 











—— Promotions ———— E NE D 
IT HAPP. E! 

Manufacturers’ New || EVERY ha 

Merchandising Plans | | Wiemcur size ne somouace! 


Qi. ee 


Shakespeare promoting a ¢ cy 
Reasonably Priced! tackle for Christmas ~~ 
Top Quality! Shakespeare Co., Kalamazoo, ( \ ZY 
TZ, 




















A 


sin Mich., is promoting its tackle line 
Dependability! as Christmas gifts in a number of 
; consumer magazines. 

i, The promotion is built around 
Shakespeare’s new Deluxe No. 1776 
Push-Button WonderCast. 

Color ads are being run in True, 
Sporting News, Outdoor Life, 
Sports Afield, Field & Stream and 
The Fisherman. 
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ideal Toy produces 
movie for television 


Ideal Toy Corp., New York, is Sel, Seller OF HIGH 
offering a sound motion picture on per ay 
| was toys to television stations and in- mas 
a re stitutional groups for showing. 
NICKEL | oes The movie is called “Toys of 
PLATED | > Tomorrow.” It shows toys in keep- 
. 4 “ ing with today’s headlines, such as 
he a satellite launcher truck and air- 
> borne box cars. The movie also 


| predicts what toys of the future 
New, greater volume “C" Clamp | ‘ll be lik 

business is yours with the B&C ws © MES. 
NICKEL PLATED ' INE | —eeeenens 


SUGGESTED RETAIL PRICES T 
ero sponsors contest 
1"—28¢ ea. 2\/o""—74¢ ea. P 


2"—38¢ ea. 3"-80¢ ea. _ for its distributors Oe 
=f Toro Mfg. Corp., Minneapolis, is =— OF COURSE SiR. 
| sponsoring a sales contest for its JUST PICK THE SIZE ORILL 
They're easy | | distributors, distributor sales man- YOU WANT: 4 
to sell, too, | | agers and distributor salesmen. hn \ 
tg — | Prizes include a Carribbean (N 
Hee weekend, mink stole, color televi- 
FREE with sion set, and portable TV sets. The 
the No. 1400 | | contest closes March 1. 











Dg Vis ie 





Assortment. 


Manufacturers add new 
plants and warehouses 


Pioneer Saws Div., Outboard 


Cc i ws : ] 
opacities to 8"' Also Avaliable Marine Corp., Waukegan, IIl., has 


as Stenderd Stock 


| broken ground for a $2 million, 
GET nian ce 75,000 sq ft plant in West Wauke- 
our Jobber, 


or Write ran. + . 
Edward Can Co., Chicago, has CONTAC: YOUR JOBBER OR— 

THE 
moved to larger quarters with 30,- 
ULE MO DAE LE! | 000 sq ft of space at 6260 North- | HENRYL.HANSON COMPANY 
oe west Highway, Chicago. 24 UNION ST. ~ WORCESTER, MASS. 
Proctor Electric Co., Philadel- 





33 POLAMO STREET + BRIDGEPORT. CONN 
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. . . perfect for parties 

. . . practical for the kitchen 

Easy, convenient way to carry hot 
or cold dishes to barbecues, parties 
and get-togethers. Two compart- 
ments provide ample storage space 
for cakes, pies, cookies and sand- 
wiches . . . keep them fresh for 
days. Large utility base can be used 
as attractive serving tray. 
Beautiful hand-decorated design, 
available in lemon yellow, pink, 
turquoise, red or white, adds a new 


beauty to any kitchen. Retail $2.99 


Slightly higher west of the Rockies 
Order from your jobber today. 


Lerge bese mokes oftroctive Large compertment holds cokes 
serving tray for cookies, ond hot dishes . moy be used 
sondwiches separately 


ee = 
eS li AD 
nome Gu. — 


Seporote section keeps pies 
fresh for doys 








Pie cover fits snugly over bose 
in neat single compartment 








KITCHENWARE BY 
Since 1921 


PEORIA METAL SPECIALTY COMPANY 
2501 $. Washington St. © Peoria, Mineis 
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phia, has opened a new $1 million 
toaster plant in Mount Airy, N. C. 

Dennis Mitchell Industries, 
Philadelphia, has opened a new 
warehouse in Los Angeles. 

Mastic Tile Corp of America, 
Newburgh, N. Y., has moved its 
national headquarters to a 12,000 
sq ft building at Vail’s Gate, N. Y. 

Grant Pulley & Hardware Corp., 
Flushing, N. Y., has opened a new 
plant in West Nyack, N. Y. 

Flambeau Plastics Corp., Bara- 
boo, Wis., has started construction 
of a 31,000 sq ft $260,000 plant in 
Baraboo. 


Department store sales 
run 1 percent ahead of ‘56 


Department store sales in the 
week ended Nov. 9 were down 1 
percent from the corresponding 
week of 1956. That’s what the Fed- 
eral Reserve Board reports. 

Since the first of the year, sales 
are 1 percent ahead of last year. It 
is the first time this year that sales 
showed a less than 2 percent gain 
over the corresponding period last 
year. 

Here is a breakdown of depart- 
ment store sales by Federal Reserve 
districts: 


Four wks Jan. 1 

Federal Reserve One Week Endcing Ending to 

District Nov. 9 Nov. 2 Nov. 9 Nov. 9 
Boston eee 5 » 2 ; 
New York .. + 
Philadelphia . + 
Cleveland , -- 
Richmond ...... 
Atlanta Vent ae 


= Detiorr 
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Kansas City ... — 6 » & . 4 4 
EE hae hd 6d - 5 re oo 3B i 
San Francisco . + $s 8 s 

U. 8. Total . — | ? 1 

* Revised. 
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Personal income drops 
$1 billion in October 


Earnings of your customers were 
down in October. 

The Commerce Dept. reports that 
personal income in October was ata 
yearly rate about $1 billion lower 
than in September. 

It reported that income from 
wages, salaries, rents, dividends, 
interest and business receipts added 
up to a yearly rate of $345.5 billion. 
This was still 3% percent more than 
October, 1956. 

Most of the drop was in wages 
and salaries, the government re- 
ported. This reflected lower employ- 
ment and fewer hours worked dur- 
ing the month. 

















MAKE MINE 


ALEINS 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


This convenient display 
resis on your counter or 
hangs on the wall. it is 
strong and sturdy and 
carries a selection of the 
most popular Klein Pliers. 
Furnished FREE when 
ordered with pliers and 
handles to stock it. See 
your hardware distributor. 





Foreign Distributor 
International Standard Electrie Corp.. New Yerk 


Mathias KIEIN & Sons 
Leeblibed 1857 Cocage 
) aM A e CHICA ; \ 
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Marshall-Wells Daluth Branch To Merge 
Jan. 1 with Kelley-How-Thomson Company 


The Duluth branch of 
Marshall-Wells Co. and the 
Kelley-How-Thomson Co. 
are being merged. 

These hardware whole- 
salers will become one oper- 
ating company, known as 
the Marshall-Wells-Kelley- 
How-Thomson Co. _begin- 
ning Jan. 1. 

Marshall-Wells branches 
in Billings, Spokane, and 
Portland will continue opera- 
tion as Marshall-Wells. 

Kelley-How-Thomson has 
been a wholly owned sub- 
sidiary of Marshall-Wells 
since 1955. 

The change now is the 
joining of physical facilities 
and management. The re- 
sults are to be greater op- 
erating efficiency and better 
service to dealers. 

The plan was announced 
jointly by G. V. Mead, presi- 
dent of Marshall-Wells, and 
Geo. W. Welles, Jr., presi- 
dent of Kelley-How-Thom- 
son, last month. 

Personnel of the new op- 
eration has not been an- 
nounced yet. In announcing 
integration of the companies, 
Mr. Mead said further de- 
tails would be given later. 

Marshall-Wells was  or- 
ganized in 1889. It supplies 
225 Marshall-Wells stores 
and more than 2000 other 
hardware dealers and indus- 
trial accounts. 


Kelley-How-Thomson was 
organized in 1902. It serves 
more than 2000 independent 
hardware dealers and indus- 
trial accounts in Minnesota, 
North and South Dakota, 
Montana, northern Iowa, up- 
per Wisconsin and northern 
Michigan. Marshall-Wells 
has stores in these areas and 
also in southern Wisconsin. 


When Marshall-Wells ac- 
quired Kelley-How-Thomson 
in 1955 annual sales of Mar- 
shall-Wells were $90,000,000. 
Annual sales of Kelley-How- 
Thomson were $12,000,000. 


Since then Marshall-Wells 
has sold its Canadian divi- 
sion, purchased other hard- 
ware and non-hardware com- 
panies in the United States. 
Total hardware and non- 
hardware sales now are 
about $150,000,000. 


The integration of the two 
organizations is to reduce 
duplication of many func- 
tions, allow wider inven- 
tories, improved merchan- 
dising aids and better ware- 
housing facilities. 

“We feel that this decision 
will greatly improve our 
position in the wholesale 
hardware industry,” said Mr. 
Mead. “By joining the man- 
agements of the two com- 
panies, we will be able to 
serve our dealers and their 
customers more efficiently.” 





A. B. Robinson Now 
Plastic Products VP 


Arthur B. Robinson has 
been appointed vice-president 
of sales for Plastic Products 
Corp., Cleveland. For the 
past year, Mr. Robinson has 
been sales manager for the 
firm’s Bo-Kay line of fiber 
glass flower boxes and plant- 
ers. 

He will now take over ac- 
tive management of all the 
company’s proprietary lines. 
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ARTHUR B. ROBINSON 


Supplee-Biddle-Steltz's “Item Of The Year" award is made. From left 
to right, A. Mulford, Cosco representative; Wm. Geo. Steltz, Jr., 
executive vice-president; Wm. Geo. Steltz, president; T. R. Hender- 
son, Cosco general sales manager; A. F. Kimberely, Cosco district 


manager. 


Supplee-Biddle-Steltz Item Of Year Award 
Presented To Hamilton Manufacturing Co. 


The “Item Of The Year” 
award of Supplee-Biddle- 
Steltz Co., Philadelphia whole- 
saler, was made to Hamilton 
Mfg. Co., Columbus, Ind., 
manufacturer of Cosco stools 
and tables. 

The award was presented 
at the 24th Annual Presi- 
dent’s Birthday Party of 
Supplee- Biddle-Steltz, Nov. 
18 at the Philadelphia Rifle 
Club. More than 400 em- 
ployees attended the party, 
and presented gifts to Wm. 
Geo. Steltz, president of Sup- 
plee-Biddle-Steltz. 


A scroll and silver cup 
were presented by Mr. Steltz 
to T. R. Henderson, general 
sales manager of Hamilton. 
The award is made annually 
to honor a line of merchan- 
dise which the wholesale 
firm’s salesmen believe is 
outstanding. 

Two gifts were presented 
to Mr. Steltz. A gift on be- 
half of all salesmen was pre- 
sented by John Kavanagh. A 
check on behalf of all inside 
employees was presented by 
Fred Costanzo and Wm. 

(Continued on page 104) 





DEALER BRIEFS: 





Kentucky Dealer Makes Way For Expressway; 
Modernized Nebraska Store Holds Reopening 


South Ft. Mitchell, Ky.— 
Martin Hardware recently 
held a three day grand open- 
ing of its new store in the 
city shopping center. The 
store, owned by William C. 
Martin, moved from its old 
location to make way for a 
new expressway. Orchids 
and gifts were presented to 
the customers during open- 
ing day ceremonies of the 
semi-self service facility 
which affords ample parking 
space. 


North Platte, Neb.—Mac’s 
Hardware store will have a 


grand reopening celebration 
Oct. 10, 11, and 12. The re- 
modeled store will have 
about 4000 square feet of 
selling space. A _ giftwares 
department has been added. 
Eight added sales people will 
be added to the staff for the 
celebration. Mac L. Smock 
reports more than 130 door 
prizes have been received 
from suppliers. 


Colton, Calif. — Colton 
Hardware has reopened un- 
der new management. The 
new owners are Mr. and 
Mrs. Herman Jacobson and 

(Continued on page 106) 
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Ss. G. Burritt Elected 
Presiden? of Starline 


S. G. Burritt has been 
elected president of Starline, 
Inc., Harvard, Ill. He suc- 
ceeds H. B. Megran, who has 
become chairman of the 
board. 





Ss. G. BURRITT 


Mr. Burritt joined the barn 
equipment and _sliding-door 
track manufacturer in 1946 
as assistant to the president. 
He was named a director and 
then executive vice-president. 

Howard J. Ferris, retiring 
chairman, will continue as a 
member of the board. 


Pensacola Wholesaler 
Opens New Building 


Standard Hardware Co. 
held a grand opening Nov. 
18 to open its new building 
at 100 S. Pace Blvd., Pen- 
sacola, Fla. 

The company is a member 
of the National Builders’ 
Hardware Assn., and the 
American Society of Archi- 
tectural Hardware Consul- 
tants. 





4 Mid-West Dealer Associations Sponsor 
Regional Hardware and Housewares Show 


Four state hardware dealer 
associations have joined in 
sponsoring an annual all-in- 
dustry Mid-West Hardware 
& Housewares Show. 

The first show will be held 
Sept. 7 through 10 in Chi- 
cago on Navy Pier. 

The associations are the 
Illinois Retail Hardware 
Assn., the Indiana Retail 
Hardware Assn., the Michi- 
gan Retail Hardware Assn., 
and the Wisconsin Retail 
Hardware Assn. 

The show will have booths 
for manufacturers and for 
wholesalers. Manufacturers 
will exhibit their lines for 
retailers. Wholesalers will 
use their booths for displays 
of their dealer merchandis- 
ing and service programs. 

William F. Ewert is oper- 
ating manager of the show. 
Mr. Ewert is managing di- 
rector of the Illinois dealers 
association. His show head- 
quarters are at 1451 Mer- 
chandise Mart Plaza, Chi- 
cago 54, Ill. 


William B. Moody is show 
manager. 

Officers of the trustees 
elected by the sponsoring as- 
sociations are: President, 
D. I. Pierce, of Brodhead 
(Wis.) Hardware; secretary, 
J. W. Adams, Jr., of Adams 
& Morrow, Inc., Princeton, 
Ind. Two men from each as- 
sociation comprise the board 
of trustees. 

Mr. Moody explained that 
the show was established to 
provide a major regional 
show where manufacturers 
ean exhibit hardware, house- 
wares, garden supplies, 
sporting goods and other 
lines in the growing Missis- 
sippi Valley- Great Lakes 
area. 

It is expected that the new 
regional show will replace 
the individual shows of the 
four sponsoring state asso- 
ciations. However, because 
of commitments, some asso- 
ciations will hold shows al- 
ready planned. 
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American Toy Promotion, I. Lodge Group 
Merge For Stronger 1958 Toy Campaign 


A new promotion to in- 
crease toy sales for dealers 
during the 1958 Christmas 
season has just been ar- 
ranged. 

The promotion results from 
a merger of the American 
Toy Promotion and the I. 
Lodge Toy Wholesale Group. 

A selected list of toys will 
be promoted. National maga- 
zine and television advertis- 
ing will create consumer de- 
mand. A toy catalog and a 
point-of-sale kit will build up 
store traffic for dealers. 

Promotionally-minded toy 
wholesalers can join the I. 
Lodge Wholesale Group. 

Here is what a dealer 
gains from the promotion: 

(1) Complete mailing list 
coverage with a toy catalog. 

The catalog will feature 
160 non-competitive toys se- 
lected by the wholesalers’ 
toy buying committee of the 
Group. 

Eight toys will be shown 
on a page. 

The promotion limits the 
toy selection to cut dealer in- 
ventory risk through having 





greater stock depth in fewer 
lines. Customer interest will 
be centered on fewer but 
best selling toys. 

The former “Toy Fair” 
catalog of I. Lodge will be 
known as the “American Toy 
Fair” catalog. 

The former “Toy-O-Rama” 
catalog of I. Lodge will be 
known as the “American 
Toy-O-Rama” catalog. 

Both catalogs will feature 
the same toys. The differ- 
ence in the catalogs will be 
in the illustrations on the 
front covers. 

(2) Consumer demand 
stirred by national magazine 
advertising. 

The 160 toys in the cata- 
log will be advertised in a 
20-page section of the De- 
cember, 1958, issue of the 
Ladies’ Home Journal. The 
catalog will be featured in 
the headline across these 20 
consecutive pages for tre- 
mendous consumer recogni- 
tion. 

Every dealer who buys the 
catalog will be listed free of 

(Continued on page 104) 


American Toy Promotion and |. Lodge Group officials discuss 1958 
Christmas toy program. Seated, David L. Rand, vice-president, ac- 
count supervisor, Grey Advertising Agency. Standing, left to right, 
Vernon Crane, sales promotion, and Saul Waring, account execu- 
tive, Grey Advertising; Joseph Lodge, partner, |. Lodge Co.; Jack 
Holtsberg, assistant account executive, Grey Advertising; Samuel 
Priddey, toy buyer, and Herbert Lodge, partner, |. Lodge Co. 
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Supplee-Biddle-Steltz 
item of Year Award 


(Continued from page 102) 


Curry. The check is for the 
W. G. S. Foundation, an edu- 
cational foundation estab- 
lished by Mr. Steltz. 

Seated at the head table 
were Mr. Steltz; Wm. Geo. 
Steltz, Jr., executive vice- 
president; Mr. Henderson; 
A. F. Kimberly, Cosco dis- 
trict manager; A. Mulford, 
Cosco representative; John 
Regnery, assistant vice-pres- 
ident; Roy Geppinger, vice- 
president and sales man- 
ager; Rev. H. P. Hartman; 
L. A. Hoeflich, vice-president 
and secretary; R. M. Guckes, 
director. 

Also, the six top Supplee- 
Biddle-Steltz salesmen in the 
Birthday Contest: Harold 
Bennett, Joe Connell, Blair 
Deal, Henry Levow, Robert 
Rosner, and Irving Wilson. 


Howard Murdock Named 
Hirsh Sales Manager 


Howard Murdock has been 
appointed sales manager of 
Hirsh Mfg. Co., Garland, 
Tex., manufacturer of Des- 
ert Ray electric and gaso- 





HOWARD MURDOCK 


line lawn edgers and trim- 
mers and barbecues. 

Mr. Murdock has spent 14 
years in merchandising. Five 
of those years were as dis- 
trict sales manager for Big 
Boy Barbecue Co. of Bur- 
bank, Cal. 


1958 Toy Promotion 
Plan Is Announced 
(Continued from page 103) 
charge after the 20-consecu- 
tive page advertisement in 


the December Ladies’ Home 
Journal. 

(3) Consumer buying 
aroused by television adver- 
tising. 

A television campaign will 
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take the promotion into con- 
sumers’ homes. From 4000 to 
5000 live commercials, dem- 
onstrating each toy, will be 
on the air daily for at least 
three consecutive weeks be- 
fore Christmas, 1958. 

The American Toy Fair 
catalog will be featured on 
the television commercials 
for further consumer recog- 
nition. 

(4) In-store traffic appeal 
through display kits. 

A carefully planned point- 
of-sale kit will be available 
free to dealers who tie in 
with the program. 

At the wholesale level, the 
promotion will be opened to 
a few promotionally-minded 
toy wholesalers in the coun- 
try. One of the first whole- 
salers to join in the promo- 
tion is Hibbard Spencer 
Bartlett & Co., Evanston, Ill. 

Wholesalers interested in 
joining the promotion can 
contact David L. Rand, 
American Toy Promotion, 
430 Park Ave., New York, 
N. Y.; or Herbert Lodge, I. 
Lodge Toy Wholesale Group, 
2016 N. Second St., Phila- 
delphia 22, Pa. 

Manufacturers’ interested 
in offering toys for confiden- 
tial consideration for the 
promotion may contact 
either party. 


Hurlin Of Goodell 
Heads Association 


W. H. Hurlin, president of 
Goodell Co., Antrim, N. H., 
has been elected president of 
the New Hampshire Manu- 
facturers’ Association. The 
election took place at the as- 
sociation’s 45th Annual Meet- 
ing Oct. 8 at Wentworth-by- 
the-Sea, Rye, N. H. 

In addition to heading the 
New Hampshire cutlery firm, 
Mr. Hurlin is also president 
of Abbott Co., Keene, N. H.., 
maker of children’s furni- 
ture. 


Hardware School Meets 


P. & F. Corbin Div., 
American Hardware Corp., 
New Britain, Conn., held its 
annual two week builders’ 
hardware school in New 
Britain, Oct. 14-25. The 
courses are designed to as- 
sist students to understand 
the design, manufacture, 
sales and service of Corbin 
products. Harold E. Med- 
bury, director of sales train- 
ing, conducts the program 
each year. 





News of the Trade 
































New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


Eversharp Lawn Mower 
Corp. and Ride-A - Mower 
Co., both of St. Louis, Mo., 
appointed a number of repre- 
sentatives throuzghout' the 
country to handle both their 
‘ines. Lewis Assoc., Raleigh, 
N. C.; H. Kitchin, Richmond, 
Ind.; Daniel L. Christie 
Assoc., N. Y. City; Robert I. 
Edmonston, Baltimore, Md.; 
Robert McClennen Co., Need- 
ham, Mass.; Ott Brosat, 
Fern Park, Fla.; Collins B. 
Warner, Maple Plain, Minn.; 
M. Hessel Co., St. Louis; 
W. H. Paradise Assoc., Chi- 
cago; George Adair & Co., 
Memphis; Caphton and Mc- 
Evoy, Dallas; G. E. Garrett 
Sales Co., Denver; George 
McDuffie Co., Atlanta; W. D. 
Hannibal & Co., Los Angeles; 
Jensen & Gundry, Portland, 
Oreg. 

~ 


Boyt Co., Des Moines, 
Iowa, has appointed Richard 
A. Heustis of Terre Haute, 
Ind., representative for gun 
cases, hunting and boating 
accessories and horse equip- 
ment in Illinois. Mr. Heustis 
previously was a buyer and 
head of the fishing tackle 
department of McMillan 
Sports, Ine. 

Vv 

Dearborn Stove Co., Dal- 
las, has named five new rep- 
resentatives. Forrest A. 
Stone will cover north Geor- 
gia. Robert W. Seymour, Jr. 
has been assigned Mississippi 
and Louisiana. William C. 
Nisbet, Jr. will cover North 
and South Carolina. John J. 
Howard has Washington and 
Oregon. Robert I. Farrand 
has been assigned upper New 
York State. 

v 

General Electric Co., Mini- 
ature Lamp Div., Cleveland, 
has appointed five new sales- 
men. Wallace E. Berth, Chi- 
cago, covers the mid-states 
area; Elmer E. Garrison, At- 
lanta, the southern states; 
John Keefe, Jr., N. Y., At- 
lantic coast; Ralph J. Luft, 
Cincinnati, east central 
states; James R. Schmidt, 
Kansas City, west central 
states. 

Vv 


Hamilton Beach Co., Div. 
Scovill Mfg. Co., Racine, 
Wis., has named James R. 
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Carrier representative for 
lower Michigan and Toledo. 
He will headquarter in Inks- 
ter, Mich. 

Vv 


Ace Products Co., Chal- 
font, Pa., has named A. C. 
Smith representative for 
kitchen tools in Washington, 
D. C., Virginia, and Mary- 
land. Glynn H. Whitehead 
has been appointed represen- 
tative for Ace in Tennessee, 
Arkansas and Mississippi. 

Vv 

Deming Co., Salem, Ohio, 
has appointed Glen R. Ever- 
ett representative for pumps 
and water systems in north- 
eastern Ohio and western 
Pennsylvania. Kenneth M. 
Spear is representative for 
pumps and water systems in 
southern Florida. 

Vv 


Rowco Mfg. Co., Keene, 
N. H., has named two divi- 
sional managers. Lyle G. 
Lang, Meriden, Conn., is the 
new Eastern regional man- 
ager. He is a former presi- 
dent of Mercury Mfg. Co. 
Russell Preihs is now Mid- 
west manager. He was for- 
merly a Rowco factory sales- 
man. 


v 


McKinney Mfg. Co., Pitts- 
burgh, Pa., has appointed 
William P. Roach eastern 
regional manager of the 
newly created eastern sales 
region, which covers the At- 
lantic seaboard states from 
Maine to Florida. Jack Swan 
has replaced Mr. Roach as 
representative in the North 
Central states with head- 
quarters in Minneapolis. Mr. 
Swan was previously with 
National Mfg. Co. and Min- 
nesota Mining & Mfg. Co. 


v 


Gould-Mersereau Co., Inc., 
has made several territory 
changes in the metropolitan 
New York area. Fred Kleff- 
man, formerly Long Island, 
now covers Manhattan. Al 
Eidman, who covered Brook- 
lyn, now has Brooklyn and 
Long Island. Tom Robinson 
will cover the Bronx, West- 
chester County, lower Con- 
necticut and parts of Man- 
hattan. Bob Sloane will 
cover northern New Jersey 
and lower New York State. 
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You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 leading 


retail hardware dealers helped us design. 


From the many suggestions received, this sheet was 


designed to sell at a new low price—125 sheets for 


only $1, plus a shipping charge. As these sheets are 


printed on both sides of good white bond paper, this 


means you really get 250 pages of inventory record 


sheets. Each side of the sheet has room for 26 items. 


Your $1.00 investment provides inventory space for 


6.500 items. 


During the past years, thousands of retail hard- 


ware dealers and wholesalers have used millions of 


HARDWARE AGE Inventory Sheets because they 


have found them simple, convenient and handy to 


use. The WHITE INVENTORY SHEETS are the 
best ever—they are even more simple, more conve- 
nient and easier to use. Our entire effort was directed 


toward making your annual inventory taking an 


easire and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the 
regular HARDWARE AGE Inventory Sheet Binder, 
which is used by thousands of dealers who reorder 


their Inventory Sheets from us year in and year out. 


This low price applies to the United States and 


possessions onl 


Make your inventory taking this year easier and 
surer with these WHITE INVENTORY SHEETS. 
Order your supply today from HARDWARE AGE. 
Chestnut and 56th Sts., Philadelphia 39, Pa. 


y- 
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Doug Franck Is President, Al Low, Jr., 
New Champion, Of Southern Golf Assn. 


The second annual meet- 
ing and golf tournament of 
the Southern Hardware Golf 
Assn. was held at’ Mid Pines 
Club, Southern Pines, N. C., 
Nov. 14 to 16. 

New officers elected are: 
President, Douglas W. 
Franck, Safe Padlock & 
Hdwe. Co., Lancaster, Pa.; 
C. E. Hamilton, Odell Hdwe. 
Co., Greensboro, N. C., first 
vice-president; John J. Wal- 
lace, Clemson Bros., Inc., 
Middletown, N. Y. second 
vice-president. 

W. N. Dixson, Jr., Brown- 
Rogers-Dixson Co., Winston- 
Salem, N. C., was named 
chairman of the board of di- 
rectors. Henry M. Worth- 
ington, Garrison, Md., con- 
tinues as secretary-treasur- 
er. 

New directors elected for 
three years were Harry M. 
Hanson, Patterson & Han- 
son, Greensboro, N. C.; John 
W. Sheffield, Sheffield Hdwe. 
Co., Americus, Ga.; Lester 
L. Kennedy, Kennedy Whole- 
sale Hdwe. Co., Chattanooga, 
Tenn. 

Occasional rains failed to 
dampen the enthusiasm of 
the 97 golfers who played 
through three days of com- 
petition. 

Two members. qualified 
equally as medalists: Al 
Low, Jr., Samson Cordage 
Co., Boston, Mass., and Bill 
Dixson, Jr. with 79 each. 

Alfred L. Low, Jr. beat 
Eill Dixson in the Cham- 
pionship Flight 3 up and 1 
to go. Mr. Low carded a 
snappy 75 in the final round. 

Eleven other flights fought 
furiously. 

The winners in order were 
Edwin M. Craft, Jr., R. W. 
Woody, Donald E. Firor, 
R. H. Poerstel, G. W. Rah- 
ing, E. F. Carr, Ken Wiss, 
Wm. P. Gillespie, Wm. F. 
Sewert, D. S. Morrison, and 
J. M. Roebuck. 

Runners-up in each flight 
follow: W. N. Dixson, Jr. 
(Championship Flight), V. P. 
Lowe, Jr., D. G. Johnson, 
J. W. Sheffield, Leonard May, 
Frank Boxwell, W. C. Ken- 
nedy, A. A. Hally, K. H. 
Hunt, Charles E. Smith, Art 
Henricks, Sr., Wm. B. IIko. 

Winners of the First Con- 
solation prizes were: H. C. 
Smith, Jr., Henry Clark, 
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C. E. Dixson, M. E. Firor, 
J. W. King, H. M. Hanson, 
T. R. Hughes, John J. Wal- 
lace, C. B. Marshall, H. E. 
Holland, A. P. Henricks, Jr., 
Jay Jones. 

Second Consolation Flight 
Winners were the following: 
G. 8S. Berry, Hank Worth- 
ington, B. B. Wood, F. N. 
Hall, Jr., C. E. Hamilton, 
Dan Swander, A. E. Bell, Jr., 
H. W. Owen, Ralph Kirby, 
R. R. Osborn, and V. G. 
Scott. 

Defeated foursome winners 
ranked in the following or- 
der: R. G. Woolworth, C. M. 
England, C. E. Dixson, J. Z. 
Buckley, D. W. Franck, J. G. 
Campbell, W. F. Story, Jr., 
W. J. Tastet, Jr., C. E. Ken- 
dall, John A. Wright, R. O. 
Hanson, G. C. Holbrook, Jr. 

The chairman of the Golf 
Tournament Committee is 
George S. Berry, Pittsburgh 
Steel Co. Chairman of the 
prize committee is Francis 
P. May. 

The total membership was 
reported as 158, including 
42 wholesalers and 116 man- 
ufacturers and _ associated 
groups. 


DEALER BRIEFS: 
(Continued from page 102) 


Mr. and Mrs. Richard L. 
Jacobson. Both families have 
come to Colton from Los 
Angeles with a long back- 
ground in hardware mer- 
chandising. 





Lewistown, Mont. — Mon- 
tana Lumber & Hardware 
Co. has named Harold Cool- 
idge manager of the hard- 
ware department. Mr. Cool- 
idge is a veteran with the 
firm and has been assistant 
manager and buyer for the 
hardware department for 
the past several years. 


Janesville, Wis.—Douglas 
Hardware Co., 17-19 River 
St., is building a new $100,- 
000 store on S. River St. 
to house the major part of 
the business. The 66 x 135 
ft store will incorporate the 
already built Color Center, 
64 §S. River St., which is 
being operated by Richard 
Douglas, son of company 
president, Malcolm Douglas. 
The air conditioned store 
will feature self-service. 


News of the Trade 
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Charles E. Frederick 


Charles E. Frederick, 78, 
founder of Auburn Hardware 
Co., Auburn, Ind., died at his 
home in Auburn, Nov. 10, 
after a heart attack. Mr. 
Frederick entered the retail 
field more than 50 years ago 
and then became associated 
with Van Camp Hardware 
and Iron Co., Indianapolis, 
and Simmons Hardware Co., 
St. Louis, both wholesalers. 
He later reentered the retail 
field with five stores in Indi- 
ana. In 1925, Mr. Frederick 
organized Auburn Wholesale 
Hardware Co. He started a 
wholesale plan with 15 char- 
ter retail store members and 
built the membership to 350 
stores covering Indiana, Ohio, 
Michigan and Kentucky. He 
continued as chairman of the 
board of Auburn until Hib- 
bard, Spencer, Bartlett and 
Co., Evanston, Ill., whole- 
saler, purchased the firm in 
1953. He remained active in 
the new Hibbard division 
until his death. 


Emery J. Langteau 


Emery J. Langteau, vice- 
president and field sales man- 
ager of the E Z Paintr Corp., 
Milwaukee, Wis., died Oct. 11 
in St. Paul, Minn. Mr. Lang- 
teau joined the firm about 10 
years ago. He was well 


oh 


EMERY J. LANGTEAU 


known for carrying an edu- 
cational program on roller 
paint application to the con- 
sumer through clinics and 
demonstrations. 


W. C. Coleman 


W. C. Coleman, 87, founder 
and chairman of the board of 
the Coleman Co., Inc., Wich- 
ita, Kan., died in Wichita 


Ww. C. COLEMAN 


Nov. 2. Mr. Coleman founded 
the firm in Kingfisher, Okla., 
as the Hydro-Carbon Light 
Co. in 1900. During his 
career, Mr. Coleman devel- 
oped the Coleman gasoline 
and kerosene pressure lamps 
and camp stoves. He gave up 
the presidency in 1951 to his 
son, Sheldon Coleman, and 
became chairman of the 
board. He maintained regular 
office hours until his death. 
Mr. Coleman is a former 
mayor of Wichita. 


Frank Hibbard 


Frank Hibbard, 84, retired 
board chairman and chair- 
man of the executive com- 
mittee of Hibbard, Spencer, 
Bartlett & Co., wholesaler of 
Evanston, Ill., died Nov. 3 
at his Chicago home. Mr. 
Hibbard was a member of 
one of the company’s found- 
ing families. During his 
career, Mr. Hibbard also 
served as a vice-president of 
the firm. 


Harry M. Haverstick 


Harry M. Haverstick, 61, 
representative for Supplee- 
Biddle-Steltz Co., Philadel- 
phia wholesaler, died Nov. 10 
at his home in Westwood 
Park, Haverford Township, 
Pa. A veteran of 40 years 
in the hardware field, Mr. 
Haverstick has been with 
Supplee-Biddle-Steltz for the 
past 10 years. 


Chester Thompson 


Chester Thompson, 69, 
hardware dealer of Sharps- 
burg, Ky., died at his home 
after a short illness, Oct. 8. 
Mr. Thompson had operated 
his hardware store for over 
30 years. 
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Louis F. Turner Heads 
Wright Saw Div. Sales 


Louis F. Turner has been 
appointed sales manager for 
Wright Saw Div., Thomas In- 





LOUIS F. TURNER 


dustries, Inc., Louisville, Ky. 

Mr. Turner joined Thomas 
Industries early in 1956 as 
assistant sales manager of 
the saw division. He was as- 
sistant branch manager for 
James Mfg. Co., Fort Atkin- 
son, Wis. 


Kress Heads Carlion 
West Coast Division 


Richard G. Kress has been 
appointed general manager 
of the west coast division of 
Carlon Products Corp., 
Cleveland, manufacturer of 
plastic pipe. 

Mr. Kress will supervise 
the newly acquired plant fa- 
cility in Los Angeles along 
with the plant in Klamath 
Falls, Ore. He will also su- 
pervise the western territory. 

Mr. Kress was west coast 
sales manager for Carlon. 

Jack Price will serve un- 





der Mr. Kress as sales man- 
ager of California, Nevada 
and Arizona. 

Charles Porter will head 
sales in the Pacific northwest 
area. 


George Avant Joins 
Southland Mower Co. 


George Avant has been ap- 
pointed merchandising man- 
ager of Southland Mower 
Co., Selraa, Ala. 

For the past 17 years, Mr. 
Avant has been associated 
with Sears-Roebuck Co. in 
the sales and merchandising 
departments. 





GEORGE AVANT 


Hobson Heads Bissell 
Retail Merchandising 


Sidney C. Hobson, former 
Michigan representative, now 
heads the newly created re- 
tail merchandising depart- 
ment of Bissell Carpet 
Sweeper Co., Grand Rapids, 
Mich. 

Mr. Hobson will have 
charge of merchandising 
sales of Bissell products at 
the dealer level. 





“Why I Bay At The Har 


dware 






£ “ 


Mrs. 





Charles H. Blanc, East Hartford, Conn., receives a certificate 


Store’ —Winner 








for a one week, all expenses paid trip to Bermuda for two from 
Manny Rabinowe, sales manager of E. Rabinowe & Co., Inc., New 
York wholesaler. Eugene Casale, right, owner of Aircraft Hardware 
Store, East Hartford, looks on. Mrs. Blanc won the trip in a “Why 
| Like To Buy At My Neighborhood Hardware Store” promotion 
sponsored by Rabinowe. There were also 100 other prizes. 
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News of the Trade—— 
O’Neill-McNamara Hardware Co. Celebrates 









Start of Second Century Selling Hardware 


O’Neill-McNamara Hard- 
ware Co. is starting its sec- 
ond 100 years selling hard- 
ware at wholesale to dealers 
around Vicksburg, Miss., 
and at retail in its Vicks- 
burg hardware and gift- 
wares store. 

The company celebrated 
the event with a _ two-day 
centennial sale last month. 
Specially priced merchandise 
was offered the public. Sou- 
venirs were given out. There 
were grand prizes and hourly 
prizes in the hardware and 
giftwares departments. The 
Vicksburg newspaper pub- 
lished a special section on 
the event. 

O’Neill-McNamara lineage 
goes back to 1857 when Louis 
Hoffman founded the Hoff- 
man Hardware Co. 

Hoffman Hardware  spe- 
cialized in heavy hardware, 
wagons, farm implements 
and farm hardware. Mr. 
Hoffman was noted for re 
pairing guns for the Con- 
federate Army, paying all 
his debts after the war, and 
later selling the first plows 
used in the Vicksburg area. 

Mr. Hoffman died in 1914. 
His step-son took over man- 
agement of the hardware 
business. 

The O’Neill- McNamara 
Hardware Co. was organized 
about 40 years ago by the 
late C. J. O’Neill, Sr., who 
started with Hoffman 
Hardware as an office boy 
when 14 years old, and the 
late F. X. “Barney” Mc- 
Namara who also started 
with Hoffman Hardware as 
an office boy. Mr. O’Neill 
was president. Mr. McNa- 
mara was vice-president. 

Two weeks later Hoffman 
Hardware offered to sell to 
the new hardware company. 
The offer was accepted in 
January, 1918, and O’Neill- 
McNamara bought the prop- 
erty and entire stock of 
Hoffman Hardware. 

The property has been im- 
proved over the years. The 
warehouse now uses fork lift 
trucks and pallets for han- 
dling merchandise. Chutes 
and conveyors move goods in 
and out of storage. Orders 
are picked faster because of 
fast paper handling equip- 
ment. 

The retail store, also, has 
been remodeled and modern- 
ized a number of times. The 


store now has an aluminum 
marquee, double glass en- 
trance doors, a completely 
remodeled front, and it is air 
conditioned. 

The company’s physical 
plant includes three build- 
ings on Clay St., 75 feet 
wide by 150 feet deep, four 
stories plus basement, and 
adjoining is a _ four-story 
building 25 by 300 feet. Then 
there is a 15,000 sq ft ware- 
house on Levee St. 

A member of the O’Neill 
family has been with the 
company for 76 years. The 
late C. J. O’Neill, Sr., joined 
the company in 1881. 

James Cyril O'Neill, presi- 
dent and treasurer, joined 
the company in 1918. 

C. J. O'Neill, Jr., vice- 
president and sales manager, 
joined the company in 1937. 

C. J. O'Neill, III, secre- 
tary, joined in 1947. 


Lea Heads Sales For 
Thomas Lighting Div. 


E. Allen Lea has been 
named sales manager of the 
Lighting Div., Thomas In- 
dustries Inc., Louisville. 

Mr. Lea joined the com- 
pany as a sales representa- 
tive in 1947. After serving 
as a district and later as di- 
visional manager in the mid- 
west, Mr. Lea became assis- 
tant sales manager last 
January. 





E. ALLEN 


LEA 


Loma Receives Award 


Louis H. Barnett, presi- 
dent, Loma Plastics, Inc., 
Fort Worth, Tex., has been 
presented the annual Boon 
To American Women 
Award. The scroll, presented 
by Texas Governor, Price 
Daniel, lauded Mr. Barnett’s 
“functional approach to the 
problems of the housewife.” 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word 
Positions Wanted 


(Special Rate) set solid, maximum 
50 words 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed [)isplay Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is 
Thursday. Classified forms close 3 
prior to publication date. 


published every other 
wee 


Remittance must accompany order ‘n form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








BARCALO 
MANUFACTURING CO. 
TOOL SALESMEN 


Selling organization of at ‘east 3 men 
needed to cover states <1 Washington, 
Oregon, California, Arizona and Idaho. 
Experience desired but not necessary. 60 
year oid, nationally known company now 
introducing revolutionary new product. Ex- 
cellent opportunity for wide awake sales- 
men. Please write IN DETAIL and in con- 
fidence giving: Territory covered, types 
and numbers of lines now handled, other 
salesmen in your organization, frequency 
of calls on accounts and references to: 


A. L. COPLEY 
1355 Market St., San Francisco, Calif. 








Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. |’refer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufac wrers’ agent. 


Address Box (16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiptia 39, Pa. 











SALESMEN 


Calline on wholesalers of hardware and 
building supplies to sell competitive line 
of builders hardware. We have a few 
protected territories open on commission 
basis. List lines carried and territory 
covered. 

Address Box 1{214, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeipliia 39, Pa. 


TOO BIG TO HANDLE 
SO WE'RE GOING NATIONAL 


Mfrs. of PURO Pool purifier for backyard 
swimming and wading pools (Millions in use) 
establishing National representation to sell 
dwe. and automotive wholesalers. Ali terri- 
tories open except New York Metropolitan 
area, New Jarsxcy, Md., Del.. D. C., Conn. 
and E. Pa. Sold in 1957 thru dept. store toy 
departments, toy jobbers and thru metropolitan 
N. Y. Hdwe Whsirs. Results showed Whsle 
Hdwe Field will be bigger than toy Field. Any 
Hdwe jobber who carries garden and house- 
hold chemicals will BUY, SELL, & REORDER. It 
has been proved! !!. Right rep can get in at 
the beginning on a very profitable line. Ex- 
cellent commission, protected territories. 
Send details to: 


LIVING PRODUCTS CO. 
(formerly Omega Chem.) 
Room 354, 200 Fifth Ave., N.¥Y.C. OR 5-3013 











YOU WILL BE GLAD IF 
YOU ANSWER THIS AD 


Direct importer of baskets and housewores 

wants representatives calling on hardware and 

housewares stores, looking tor an easy selling, 

high commission paying line. State territory 

and lines carried. Write: 

Global Gifts & Gadgets, 8 Henshaw Street 
New York 34, New York 











NATIONAL MANUFACTURER of nation- 
ally advertised building products is changing its 
method of sales. We want manufacturer’s reps 
who are now calling on wholesalers in the build- 
ng supply, hardware, glass, lumber and plumb- 
ing helds. Our sales are also made in the build- 
ers, contractors, hotels, motels and _ institu 
tional field. Our commission ranges from 5% to 
i2%. Products to be sold: sliding glass doors, 
tub enclosures, shower doors, etc. Our products 
are all nationally advertised and have won archi- 
tect and builder awards for past 4 years. All 
territories open on an exclusive basis. Any rep se- 
‘ected must be able to attend, at his own expense, 
the January, 1958, NAHB Chicago convention. 
Keps may carry a limited number of non-compet 
ing sidelines. If you can sell a minimum of 
>150,000 in our line, write fully about yourself 
and territory desired, etc. Due to the national 
name of this corperation, please write to Ad- 
dress: Box 1200, care of HARDWARE Ace, Chest- 
aut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED BY OLD ESTABLISHED MANU. 
FACTURER OF ALUMINUM COOKING 
UTENSILS. Territories open: Arkansas: Louisi- 
ana; Alabama; Mississippi. Liberal commission 
State fully territory now covering. Address: 
Box 1210, care of Harpware Ace. Chestnut & 
56th Sts., Philadelphia 39, Pa. 





HARDWARE SALESMAN—WHOLESALFE 
COMPANY desires personable salesman with a 
following in the Metropolitan Philadelphia area. 
A guaranteed salary and a liberal commission fot 
the right qualifications. State full particulars 
Address: Box 1202, care of Harpware AGE. Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





REPS FOR OUR FAST SELLING METAT.. 
LIC COATED ironing board covers and pads, 
also houseware items. Thev’re priced to sell. A 
aumber ef choice territories are still available. 
Write stating lines you now carry. Royalcraft 
Products, P. O. Box 748, Passaic, N. J. _ 
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MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a good 
staple line of 23¢, 49¢ and 98¢ psints, low-priced 
gallon paints and a nationally advertised 
popular priced paints on a commission basis. 
merchandise has mass market appeal. Every store 
selling paints is a good prospect. Write advising age, 
marital status, territory covered, how often you cover it 
and lines now carried. 

Address Box 1{217, care of HARDWARE AGE 





Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALES REPRESENTATIVES WANTED 
by manufacturer ot lambswool floor applicators, 
refill pads, polishing bonnets and discs, wash 
mitts ef all types, sponges, genuine imported 
chamois, and scouring pads. We are prime sup- 
pliers, with a complete product line. This is a 
top quality line, received with enthusiasm by all 
professional cleaning supply distributors. All our 
pioducts are strongly merchandised and competi- 
tively priced. Send full information about your- 
self in first letter, stating lines now carried, terri- 
tory cevered, and all trades sold to. Several 
choice exclusive territories now open. Beverly 
Manufacturing Co., 10 Roland St., Boston 29 
Mass. 


VENTILATING HOODS AND FANS FOR 
KITCHEN AND BATHROOM. MFRER 
wants reps calling on one cr more of followins 
Hardware wholesalers. Hardware contractor-deal- 
ers. Lumber yards. Bldg. supply dealers. Elec- 
trical wholesalers. Sheet metal wholesalers. Sheet 
metal contractors. Appliance distributors. Dept. 
stores. CAL-VENT MFG. CO., 1030 Gerhar! 
Ave., Los Angeles 22, Calif. 


EXPERIENCED SALESMEN NEEDED TY 
CAILL on wholesalers Eastern and Western 
states, Canada, Alaska, Hawaii. Goed commis- 
sions and lines. State lines now carried, terri- 
tory, experience, etc. Will consider wholesaler 
salesmen wishing to get into the factory rep 
field. Complete lines available. Address: Box 
1204, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


SALES REPRESENTATIVE OPPORTU- 
NITY FOR MAN experienced in wholesale hard 
ware or building supplies to join sales force of 
nationally known, ‘well established manufacturer. 
This is a progressive company where the right 
man will grow rapidly. Territory: Southeast 
Salary, commission, expenses. Mail complete res- 
ume in confidence. Address Box 1213, care of 
Harnware Ace, Chestnut & 56th Sts.. Philadel- 
phia 39, Pa. 

















HARDWARE MANUFACTURERS’ REPRESENTATIVES 
Tools & Agricultural items 
Fully Protected Territories 
long established wholesale contacts also 
sales record that withstand searching 
Ability to sell top quality British 
goods against low priced, inferior European and 
Japanese imports is basic qualification sought by 
top rated American Firm. 
Address Box (130, care of HARDWARE AGE 
Chestnut _& 56th Sts., Philadelphia 39, Pa. 


Must have 
personal and 
investigation. 














EXCLUSIVE PROTECTED TERRITORIES 
epen for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 

WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in exelusive terri 
tory. Many well established accounts. Very at- 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com- 
pany, 10 Commerce Court, Newark 2, New 
Jersey. 








STORM & SCREEN DOOR Hardware Mfgr 
is desirous of locating top flight representation 
to the wholesale hardware jobbers and lumber 
vard dealers. We are one of the company’s larg- 
est manufacturers in our field and in all markets, 
will supply with active accounts. Only reps cov- 
ering the above classificaticns will be considered 
All territories pen. Write full particulars to 
Address: Box 1216, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURER’S REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manu- 
facturer. Excellent commissions. Exclusive terri- 
tory now available in most states due. Please 
state type of trade covered and lines carried. 
Address: Box 1008, care cf HArpware AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











EXPERIENCED SALESMAN WITH FOL 
LOWING AMONG Hardware and Lumber deal 
ers in Suffolk and Nassau counties, N. Y 
wanted by well-known New Jersey Hardware 
Tobber carryine complete stock of all nationally 
known lines. Excellent epportunity to select your 
own accounts and develop territory. Address: 
Box 1124, care of Haroware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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Sales Representatives 





Accounts Wanted 





Business Opportunities 





representatives 


EXCELLENT LINE for sales 


calling on the retail trade in hardware, depart 
ment, variety and chain stores. Good commission 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, _ Minn. 


St. 


Paul 6, 





Accounts Wanted 








SOUTHWEST SALES ORGANIZATION 


Newly organized, offering experienced, vigor- 
ous coverage to wholesale hardware and in- 
dustrial supply distributors in Oklahoma, 
Arkansas, Texas and Louisiana. Also excellent 
contacts with oil field production and supply 
trades. 
Address Box 1215, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








JAPAN 


import-export 
Desires to 























EXPERIENCED 
to Japan shortly American or 
foreign firms. Has excellent contacts in Japan, speaks 
the language, and is thoroughly familiar with the Far 
East. Can also act as a purchasing and sales agent. 


Address Box {218, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


executive 
represent 


returning 














ESTABL ISHED. 
REPRESENTATI 
of trade in the P: scifc northwest and 
Rocky Mountain area, are interested in obtain- 
ing additional lines of houseware and hardware 
items. First class representation and concentrated 
coverage guaranteed. References. Will be attend- 
ing Chicago Houseware Show. Write for interview 
there. Address: Box 1207, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


em pssi FACTUR. 


covering all 


WELL 
ER’S 


classes 





ADDITIONAL LINES WANTED FOR DIS. 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM. 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAW ARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“‘order takers’’ but professional salesmen who will 
detail, introduce, merchandise, premote and SELI. 
your product to the retail trade. Our services also 
include professional advertising, promotion and | 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil- | 
ities available. Address: Birkbeck Brothers, Ine., 
70 North York Road, Willew Grove, Penna. 








OHIO- MICHIGAN - INDIANA. KENTUCKY 
CAPABLE, AGGRESSIVE, SALES REPRE- 
SENTATIVES, AVAILABLE, to a _ reputable 
manufacturer of a hardware or houseware line 
We are firmly established with three leading lines 
and favorably known to the trade. Address: Box 
916, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia | 39, Pa. 


WANTED BY 





E XPERIENC ED MANUFAC. 
TURERS AGENT, additional Hardware and in 
dustrial supply lines fer eastern Pennsylvania, 
southern New Jersey, Delaware, Maryland and | 
District of Columbia. Have traveled territory 
for 35 years, and enjoy wide acquaintance among 
wholesalers. Lines wanted: shelf hardware, hand 
tools, hardware specialties. Address: Box 1132 
care of Harpware AcE, Chestnut & 56th Sts., 
Philac lelphia 39, Pa. 











MANUFACTURERS REPRESENTATIVE— 
SERVICING Paint, Hardware and Garden Sup- 
ply Wholesalers, Large Retail and Department 
stores. Metropolitan New York and Long Island 
Territory. Wishes additional lines including 
Powermower, Handmower and Spreader lite. Ad 
dress: Box 1203, care of HArpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 


York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 


Wood Street, Pittsburgh 22, Pa. 














MINN. & DAK.—LINE WANTED FOR 
RETAIL STORES—Suitable for direct selling 
and shipment to gift and Housewares depart- 
ments of hardware, variety, and dept. stores. 
Well established Minneapolis representative. Hun- 
dreds of active accounts. Regular trips. Gift 
end variety show exhibitor. Write Stan Zabhrt 
7321 Grand Ave.. So., Minneapolis 23, Minn. 








MANUFACTURERS REP., 22 years on the 











Cash Buyer of Surplus Hardware 
Cylinders, Front Door Sets, Night Latches, 
Mortise Cylinders, Key Blanks, Padlocks, Etc. 


LARRAY TRADING CO. 
77 Market Street New York 2, N. Y. 














DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
Reus pay 





























Road, could use one more exclusive Hardware VOLL SALES SERVICE 
Line in New York City, N. J., Eastern Penna., 115 Wea ‘Male St. Madison, Wis. 
Del., Md. and D. C. Address: Box 1212, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- | se 
delphia 39, Pa. ! 
| FOR LEASE CORNER STORE. Ideal for 
retail hardware in community pow me same. Bert 
Hayes, Catskill, New York. 
Help Wanted 
ese 
SALES Positions Wanted 
HARDWARE-HOUSEWARES BUYER. Ex 


SUPERVISORS 
WANTED 


lf you already have a good job as 2a sales- 
man or soles manager, and have sold hard- 
ware or paint stores, building supply or 
lumber yards, appliance or auto accessory 
outlets ... if you're a real go-getter, 
with proved ability to open new accounts 
and develop a territory if you can 
hire, train and inspire other men to do the 
same .. . and if you're looking for more 
money and more responsibility . . then 
~ may be the opportunity you're looking 
or 


We have openings for District Managers 
in Pennsylvania, New York and New Jersey 
territories. We are looking for men who can 
sell a quality line of paints, enamels and 
varnishes to new accounts and know how 
to help our present accounts increase their 
volume. However, they need not necessarily 
have sold paint before. 


it's a real chance to “show your stuff."’ to 
take a partly developed territory with 
terrific potential and build it up your way, 


with your men and your methods . : 
and, most important of all . with re- 
wards—salary and override—in propor- 


tion to your results. 


Write us fully regarding your background 
and experience. Your letter will be held 
in strict confidence. 


VITA-VAR CORPORATION 


10 Commerce Court 
Newark 2, New Jersey 














MANAGERS AND ASSISTANT MANAG. 
ERS for large retail hardware in the 
Fernando Valley—20 miles from Les Angeles. 
Experienced intelligent pecple, ages 30-40, wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grew with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round summer. Write full 
details to Box 830, care of HARpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 





MISSOURI - KANSAS - IOWA - NEBRASKA 
would like to have an additional established line 
Have excellent contacts with hardware, house- 
wares, and rack jobbers, and chains. Address: 
Box 1205, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





AGGRESSIVE YOUNG SALES AGENCY 





desires additional lines for California. Address: 
Box 1100, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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BUSINESS OPPORTUNITY AND HOME 
COMBINED — Hardware store established 30 
years—2-story brick building and basement—20 
x 60—in a fast growing cOmmunity on a busy 
thoroughfare in Queens County, New York City 
N.. Y. Store equipped with blonde Heller fixtures 
—Hardware— Tools—Housewares—Electrical and 
Plambing supplies— Window glass — Benjamin 
Moeres & Kyanize Paints. Principals only. Ad- 
dress: Box 1126, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


| perienced in buying and merchandising hand 


| Can develop merchandising plans, 





| promoting and store layout. 


| Capable merchandise manager 


and 
and housewares 
new exclusive 
lines, improve present lines, coordinate color and 
packaging. Wide factory and Mfr.’s Repr. con 
tacts. Mail order catalog, chain retail, hardware. 
housewares jobber experience. Self-starter, work 
well with pecple. Address: Box 1125, care ©! 
Harpware Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


power tools, builders hardware, 


GENERAL MANAGER OR MERCHAN 
DISE MANAGER. Successful record in manag 
ing $2,000,000 retail hardware department store 
Can implement modern methods in advertising 
remuneration, controls, budgeting, purchasing, 
Interested in finan 
sound concern requiring new management 
College trained. Address: Box 
Ace, Chestnut & 56th 


cially 
34 years of age. 
1201, care of HARDWARE 
Sts.. Philadelphia 39, Pa. 


SUCCESSFUL SALES MANAGER. 
WHOLESALE HARDWARE, desires to make 
change to an aggressive company. Excellent rec 
ord. Good promotion man. Can get results 
and buyer, house- 





| wares. Have “know-how” of rack jobbing busi- 
| ness. Hobby: Work! Would consider represent- 
ing factory on goed housewares and promotion 
lines. Have three top salesmen available for right 
deal. Prefer Texas-Southwest. Consider any lo 
cation. Address: Box 1208, care of HARDWARE 
Acre, Chestnut & 56th Sts., renee: 39, Pa 








ABILITY YOU MAY BE ABLE TO USF 
AT A PROFIT—“is available in a man who has 


six years of seasoned, resultful experience in 


| sales promotion and merchandising for manufac 


| turer, 


San | 

















manufacturers agent and hardware jobber 
Desires position with hardware firm where there 
is an opportunity. He is 30 years and married. 
Employed, but available for interview at your 
convenience or will send additional facts by mail 
Address: Box 1206, care of HaArpware Acer 

Chestnut & 56th Sts., Philadelphia 39, Pa 





I’M FORTY-SIX YEARS OLD. Have been 
General Manager and Secretary of a ten-employee 
hardware firm for fifteen years. Intimate know! 
edge shelf hardware, builders hardware, paints. 
guns, sporting goods, building supplies, etc. Mak. 
ing geod money now, but can’t go any higher with 
present firm. Prefer locations in South, but wi!! 
go anywhere if the opportunity is attractive. Ad- 
dress: Box 1209, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 





NEW ENGLAND SALESMAN, 34—familv 
man—currently employed. 10 years’ experience 
selling Hardware, Paint, Housewares and affili- 
ated trade. Can show tangible evidence of top 
sales results completely responsible. Selling op 
portunity with progressive manufacturer on exclu- 
sive or semi-exclusive basis. Address: Box 1211, 
56th Sts 


care of Harpware AcE, Chestnut & 
Philadelphia 39, Pa. 
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Mac’s rolling in the stuff — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 
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You Make News 


What you do is news to thousands of other hard- 
ware dealers who read HARDWARE AGE. They’re 
interested in knowing of your plans to remodel, 
of new partners, stores sold or bought, anniver- 
saries, etc. 

Write us a short note about any of your activi- 
ties you feel would be of interest to others who 
read the News of the Trade regularly in HA. 
Don’t worry about style. Just give us the facts 
briefly; we'll do the rest. Address your note to 
the Editor, HARDWARE AGE, 56th & Chestnut Sts., 
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MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 


This unique “silent salesman” tells customer instantly 
the motor he needs... eliminates indecision, stimu- 


lates customer to buy now. 


Makes It Easy For You To Sell 


4 ELECTRIC 


MOTORS 


Here’s Why!... 


@ Exclusive Design Features 
© Complete Line 


® Self-Selling Motor Display 


® Motor Tags, Highlighting 
Motor Features 


@ National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 


ST. LOUIS 21, MO. 
Send me a Free Motor Selector Guide. 


Nome 


THE EMERSON ELECTRIC MFG. CO., Dept. M-I5! 





Company 
Street 


ecient j veniill 


EMERSON-ELECTRIC 


of St. Lovis 





MAGNELITE PROTRACTOR-LEVELS...100’s of USES! 


DIALS ANY ANGLE, 0°-90° ... PLUMBS ee eee 


from 
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PERFECT ACCURACY! 
EASY-READ “PICTURE-WINDOW"” VIAL 


ASSEMBLIES . .. a fine PROFESSIONAL TOOL! 


6120 Binney St. 


wite JI. H. SCHARE MEG. CO. omaha 4, Nebr. 


New rhe DURE Level , 4 M & D Fixtures that 
: ME des fit the merchandise 

Survives Accidental Falls | § "4 
| WITH STURDY 


Here is the Level ao craftsman «san j Vu v | SOLID STRENGTH 
ret real improvement made in levels 2 | Wo 6 And Chip-proof finishes as 
MORE visibility. ‘No broken vials from rough “rages an q ia ; tough as an elephant’s hide. 


Aed Empire National Advertising brings customers te 
eur store. Steck and dispiev Empire Crystal 


Visies Levels. _—_m \ oe p : 
MAGNESIUM Ss LS * THE FIXTURES OF CHOICE 
—s ed A $ / AT COMPETITIVE PRICES. 








Model 152-4¥— 
Retail 


- “> y 
MODERN DESIGN 
78”—$24.00 
ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MPG. CO. ERTS | 





M, & OD, Store Fixtures, Inc 
La Puente, Calif.— 6 North Michigan Avenue — Chicago 3, Ill. 


Looking for New Merchandice ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New," which appears in every issue on page 1/4. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 


























MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


Genuine 
Original 











Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either ve ¥%,"" or |"* DOMES. DOMES heave DOMES of BILE 
One Set of 4 aoeae point nail. Case hardened steel, Sinbad nickel plated mirror Fo mE eee 
nish. 


Card 
" ea ee Both Container and Cards in 3 COLORS 
11/16", 1%", 1A". 


Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl 5t., New York 4, N. Y. 
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The Muskogee, Okla., plant 
of Corning Glass Works 


Top quality makes these tools a 

“‘must” with glass experts. Full profit 
and proved popularity make them a 
hands-down favorite with dealers. 


Red Devil Glass Cutters are not only priced 
for a full 40% discount. They are designed 
better and made better. Each has an easy 

finger rest handle; long reach head; oversize 
glass-hard bearing; and all the other 
Red Devil quality features. 


Each is handsomely packaged for maximum 
sales impact, and promoted with hard-slugging 
national advertising to keep them right out 
in front—consistently. 
No wonder Red Devil Model 024 is the 
largest selling glass cutter ever made! Make 
sure you have some in stock, today! 
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pa ee Us Poy | CINCINNATI 25, OHIO 
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